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Wherever your customers 


buy MACOMA... 


=v ¥ 


Its performance and name 


are the same around the world 


Other Outstanding 
Shell Industrial Lubricants 
Shell Tellus Oils—for hydraulic systems 
Shell Alvania Grease — multi-purpose in- 
dustrial grease 


Shell Turbo Oils—for utility, industrial 
and marine turbines 


Shell Rimula Oils—for heavy-duty diesel 
engines 

Shell Talona R Oil 40—anti-wear crank- 
case oil for diesel locomotives 

Shell Dromus Oils—soluble cutting oils for 


high-production metalworking 


Sheli Voluta Oils—for high-speed quench- 
ing with maximum stability 


Shell Macoma Oils are available world-wide . . . assurance that 
your customers abroad will get the same performance from your 
equipment that your domestic customers rely upon. 

Macoma®* Oils are premium quality, fortified extreme pressure 
industrial gear oils. They provide superior high-load-carrying 
capacity and are particularly effective where overloading, severe 
shock-loading or general heavy-duty conditions exist. 

Macoma Oils have these added built-in benefits: excellent 
resistance to oxidation, great adhesiveness, rapid separation from 
water. They are non-corrosive, non-foaming and have high 
stability in storage. 

For more information, write Shell Oil Company, 50 West 50th 
Street, New York 20, New York, or 100 Bush Street, San 
Francisco 6, California. In Canada: Shell Oil Company of 
Canada, Limited, 505 University Avenue, Toronto 2, Ontario. 


SHELL MACOMA OIL 


the extreme pressure industrial gear lubricant 
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Why you get more than a motor 
from Century Electric 


Availability, quality, and know 
how—all the things you want in 
motors. Here’s why you get all this and 
more with Century Electric motors 


Availability — Ordering is simple be 
cause you can get any motor you need 
from 1/20 to 400 hp. When you have 
a wide variety of motors from which 
to choose, it’s easier to get the one you 
need. Think how you save time when 
you get answers to all your motor 
needs in one place 


Quality—Anyone can make claims 
about high manufacturing standards 
and quality control. But the best proof 





of Century Electric quality comes from 
years of outstanding service. Ask the 
man who sees every kind of motor 
sooner or later —the service repair shop 
man. He'll rate Century Electric mo- 
tors outstanding 


Application know-how—Cen- 
tury Electric sales engineers know 
motors. They apply, engineer and 
think motors and nothing but motors 
They can give you on-the-spot help in 
selecting the right motor—to make 
sure you get the best one for the job. 


Fast answers—You get fast an- 
swers to your motor and generator 


questions from Century Electric. Quo 
tations, models, drawings— whatever 
you need. When you come to Century 
Electric you get more than a motor 
For more information, contact your 
local Century Electric Sales Office or 
Authorized Distributor. Century Ele« 
tric Company, 18th and Pine Street 
St. Louis 3, Missouri 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missourt 0” # Povnt Pp pal Citres 


Cae 





IF ALL THE PROCESSING EQUIPMENT 
OF ALL THE STEEL SERVICE CENTERS 
WERE PUT IN ONE PILE, 


EVEN A MOUNTAIN GOAT COULDN'T CLIMB IT! 


BUT, FORTUNATELY, THIS EQUIPMENT 
ISN'T IN ONE PILE. 
IT'S DIVIDED AMONG THE COAST TO COAST NETWORK 


OF STEEL SERVICE CENTERS. 


"TAILORING" STEEL TO YOUR REQUIREMENTS -- 
CUTTING, SAWING, BURNING, SLITTING, SHEARING -- 
IS JUST ONE OF THE MANY SERVICES 


OF YOUR LOCAL STEEL SERVICE CENTER. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


Bethlehem Pacific Coast Steel Corporation, 
San Francisco 


BETHLEHEM STEEL 
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VALUE ANALYSIS where it really counts 
... during design! 


Here's an expert at work, saving you money at 
Like all C/R 


sales engineers, he’s an experienced, well-trained 


the right time — during design. 
representative whose knowledge springs from a 
solid engineering background. His ability to sit 
down with you during the design phase will help 
develop the most efficient and economical solu- 
tions to your problems. 

For example, he will often suggest design modi- 


_ 


haft Type Oi! Seal 


CR vene Diaphragm 


=; CUR Sirvi 


Molded Cup 


C R Rawhide Beveled Gear 


fications that may save substantial production 
costs. Again, he will advise against specifications 
or seal types which he knows from experience will 
lead to service problems and user dissatisfaction. 
His personal “‘value analysis’’ of your fluid sealing 
problems, backed by the quality of these Chicago 
Rawhide products, can save you money. Welcome 


him when he calls to see you. 


CHICAGO RAWHIDE MANUFACTURING COMPANY 


1239 ELSTON AVENUE «¢ CHICAGO 


In Canada: Mo 


22, ILLINOIS 


on > Sov: Ucie! 
RAWHIDE 
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No doubt your problem is different from 
e ventilation “hot spot” above. But if it 
in be solved electrically, your Graybar 

man is interested . .. qualified to help... 

und has the right product to match the 
need 

With a catalog of 100,000 electrical 
items, how can he miss? 

For an impartial recommendation, call 

Graybar first. We'll work with you or your 


electrical contractor $ 


420 LEXINGTON AVENUE, NEW YORK 17, N. Y. @© OFFICES IN OVER 130 PRINCIPAL CITIES oe ont 


> ge ar ee ~ 


“The one you recommended 
handled the problem.” 


ELECTRIC COMPANY, INC. 
ying 


eating 
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Don’t Tie Yourself Up In Excess Tape 


Save Money with Dutch Brand's new Plastic Electrical Tape 
in 44-ft. Rolls 


Dutch Brand's new 44-ft. roll of Plastic Electrical dustry standards. Available in 20’—44’—66’ rolls. 
Tape costs no more per foot than a 66-ft. roll. To Order Dutch Brand Plastic Electrical Tape from 
you, this means less funds sunk in inventory. It your supplier today. 

also means you are not tied up in excess tape foot- 
age that invites waste and pilfering. 

Dutch Brand Plastic Electrical Tape is the easy, 
better way to do scores of electrical maintenance 
jobs. It's thin, strong, flexible... provides a di- 
electric strength of 9,000 volts. Also provides un- Johns-Manville Dutch Brand Divi- 
usual resistance to acids, alkalies, oils, solvents, sion, 7800 South Woodlawn Avenue 
fungus, bacteria, and gases. Made to highest in- Chicago 19, Illinois 


WRITE FOR NEW BOOKLET! 


Looking for new ideas on tape as a 
money-and-time-saver? Ask for 
“Big Four in Electrical Tapes.” 


JM Jouns-MANVILLE 
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It Looks Like 
A Good Year 


Steel Output 
Getting Larger 


The FRB’s Industrial 
Production Index rose 
another point in January 
to 143. The index is now 
only two points below 
the pre-recession level 
of August 1957. 
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| he business statistics released thus far in 1959 have been—for the 
most part—encouraging. 

In almost all areas, the tabulations show a definite recovery from 
the 1957-58 recession. Unemployment, of course, is still a major weak 
spot. But President Eisenhower has publicly expressed his confidence 
that the unemployment figure of 4.7 million will be reduced “as the 
year goes on.” 


Looking at some of the important economic areas, here’s how busi- 
ness shapes up at this time: 


Industrial Production—This important indicator of the output of the 
nation’s industrial plants rose another point in January to 143. Al- 
though the increase was not as sharp as the two and three point jumps 
in the summer and fall of 1958, it continues the upward rise of the IPI. 

The index is now just two points below the pre-recession high of 
August 1957. And it’s only four points below the all-time high of 
147 set in late 56 and early '57. In less than a year, the index has 
spurted 17 points from the recession trough of 126 

Steel Production—Here again, the increase has been substantial. 
The steelmakers turned out 9.3 million net tons in January—over 
600,000 tons more than the previous month. 

January steel output was the highest since June 1957, according 
to the American Iron and Steel Institute. Operating rate for the 
month was 74.39% of capacity (over 147 million net tons). Compare this 
with January 1958—when the operating rate was 56.5°0 of capacity 
(in this case, around 140 million net tons). 


Machine Tools—The harassed machine tool industry seems to be 


coming out of a two-year slump. Leading producers have said their 
new business in January topped the previous month. Statistics 


INDUSTRIAL PRODUCTION 
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Reminder to Purchasing Managers 


(err nn 
Ample stocks of 


Valves you need 


available quickly 
from your local 


lron Valves 


Crane Branch , 
or Crane Wholesaler-— gg 


Steel Valves 


Your choice is backed 
by Crane Quality 


Alloy Valves Flanged Fittings 


Cc RAN yy VALVES & FITTINGS 


PIPE © PLUMBING « HEATING « AIR CONDITIONING 
Since 1855— Crane Co., General Offices: Chicago 5, Ill.— Branches and Wholesalers Serving All Areas 
For More Information Write No. 159 on Inquiry Card—Page 32 
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compiled by the National Machine Tool Builders 
Association show that December new orders im- 
proved substantially over the previous month. 

It looks like the toolbuilders will get more 
orders from purchasing agents in the next few 
months than they have in the last few. Judging 
from the December order flow—which topped 
$30 million and marked the best month since 
August 1957—a definite upswing may be under- 
way in this sector. 


Personal Income—This area of the economy, 
which held up surprisingly well during the reces- 
sion, reached a new high in January—$362.3 
billion (annual rate). That figure is $1.6 billion 
more than the previous record set in November 
1958 and $2.4 billion greater than December 1958. 

In the President’s budget message to Congress, 
he predicted an annual personal income figure of 
at least $374 billion as the basis of his fiscal °59 
revenue estimate. Odds are that this figure will 
turn out to be on the low side 


Retail Sales—Retail sales rose $100 million to 
$17.6 billion in January. Thus the increase of the 
previous three months continues into the new 
vear. 

Commerce nem gcc figures show that retail 
sales rose steadily from February to August last 
year. After a one-month drop of $300 million, 
sales picked up again and have now reached 


level $1 billion higher than last Septembe ©. 


Freight Carloadings—Carloadings of the na- 
tion’s railroads—a good indicator of the general 
business tempo—are showing a slight increase 
over last year. In recession-crippled ‘58, railroad 





WEEKLY EARNINGS 


Income & Earnings my 
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Son 


y of The lark Drop Forge Co. 


HANMER DOWN 
YOUR FORGING COSTS 


...WITH UNIFORM QUALITY ARISTOLOY STEELS —Aristoloy bars and billets 

can save you forging dollars. Controlled melting of selected scrap, careful 

rolling and precise heat treating produce forging stocks of uniform structure 

—— es and uniform chemistry. Uniformity means piece after piece can be forged in 
— 

ARISTOLOY the same manner...production increased. Aristoloy is available in a full range 


} 
STEELS i of A.I.S.l. standard analyses, including carbon, alloy, stainless and leaded. 


a J 


For complete information about Aristoloy forging stocks, call your Copperweld 
representative in your nearest large city...or write for NEW PRODUCTS and 
FACILITIES CATALOG. 


COPPERWELD STEEL COMPANY 
ARISTOLOY STEEL DIVISION + 4029 Mahoning Ave., Warren, Ohio » EXPORT: Copperweld Steel International Co., 225 Broadway, New York 7, N.Y. 
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carloadings were 15° under the previous year. 
For the month of January, carloadings totaled 2.7 
million cars, an increase of 0.9% over the year- 
ago figure. The February figure should show an 
increase too. 


Automobile Production—The picture here is 
still uncertain. Although sales in January‘were 
over 12% above January 1958, they were just 
about the same percentage behind December 
58. Foreign cars continued their strong penetra- 
tion of the United States automobile market with 
a January sales record of 40,000 cars 











The automobile companies are keeping the 
production lines humming, however. In the first 
six weeks of 1959, 775,819 cars were turned out 
by Detroit. This is around 75,000 more than the 
number manufactured in the same period last 
year. 





Generally speaking, the important economic 
indicators are promising. The threat of a steel 
strike in July and the spectre of inflation still 
hang heavy over the economy. But, by and large, 





businessmen in most industries can look forward 
to a good year. 
For with the Gross National Product headed 


over $470 billion this year, it appears that the 





cloudy business climate is clearing. Although 
we can’t expect a boom, we can probably look 
forward to increased production and employment 
in the near future 


The recovery will get its real test when and if 
the stock market breaks. Investors have been iol 
buying so heavily that yields on common stocks | 
are below yields on AAA bonds. This kind of rela- é' aoe — a Ceres 
tionship has never prevailed for long. When it phatitilit mY SAAR philititi titel 
does, it eventually brings a sharp drop in stock MAR APR MAY JUN A " 
prices. ? 
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Vibration test of 

ingot bundle. Signode 
vibrator handles up to 
3 tons at accelera- 
tions over one G. 


\fter test, equivalent to the effect of 
expected actual handling and transit, the 
bundle still looked like this. 


a 


First in steel strapping 


Shake well 


before shipping! 


A neat 2,300 pound bundle of aluminum ingots becomes 44 ingots 


trying desperately to go their separate ways...driven by the joggles 
and jolts of the vibration tester in the Signode Packaging Laboratory. 
The ingots hold together, though. They’re bound to...by 51 cents 
worth of steel strapping pulled to about 3,000 pounds tension. We 
don’t know of another material that could do this job at all...let 
alone at such low cost. And consider the savings of having Signode 
find out in advance and at no cost to you how to make your product 
behave in transit. This is one more way Signode helps make things 
cost less to handle, store, ship, and receive. For further information, 
talk to the Signode man near you, or write: 


SIGNODE STEEL STRAPPING CO. 


2676 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors Worid-Wide 
In Canada: Canadian Stee! Strapping Co., Ltd., Montreal + Toronto 
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The P.A.'s Outlook 


@ P.A.'s Expect Pickup 
—But No Boom 


@ Confidence Index 
Continues Advance 


@ N.A.P.A., Local Groups 
Note Better Business 


P urcuasinc AGENTS are 
still optimistic about the short- 
term business outlook, but their 
optimism is tempered. They do 
not expect a boom soon. 

This feeling of modified con- 
fidence is reflected in PURCHAS- 
ING Magazine’s Business Con- 
fidence Poll. It is seconded by 
the surveys conducted by the 
National Association of Pur- 
chasing Agents and local pur- 
chasing agent associations. 


Better Business Conditions 

In the March poll, the Busi- 
ness Confidence Index 
point to 111 (1958—100). 
marks the second straight 
vance for the index, which is 
based on P.A. opinion of the 
short-term economic outlook. 

Eighty-three percent of the 
purchasing agents surveyed 
think that business conditions in 
their inaustries will be better in 
the next three months. Fifteen 
percent conditions will be 
the same, while a mere 2% fore- 
see worse business conditions. 

Some P.A.’s, however, are 
cautious in their forecasts. Says 
the P.A. for a southern factory, 
“We look for an increase in 
orders till spring and then a 
general levelling off, but no 
downturn this year.” 

The P.A. for an eastern ap- 
pliance manufacturer notes the 
upturn in his industry is “rather 
slow starting.”” And the purchas- 
ing agent for a New England 
firm adds “1960 and later should 
show a better upturn than 
1959.” 
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BUSINESS CONFIDENCE 


INDEX 


How P.A.'s feel about the short-term economic outlook 
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The Purchasing Magazine Business Confidence Index showed another rise 
this month, bringing this sensitive economic indicator up to 111 (1958- 
100). This survey indicates continued optimism by industrial purchasing 
executives about the business outlook in the menths of March, April, and 


May. 


Reasonable Basis 

The N.A.P.A. says “there is a 
reasonable basis for expecting a 
moderate recovery from the un- 
comfortable recession of a year 
ago. Again this month, however, 
the not reflect 
any emphatic optimism in most 
industries.” 

The association notes that 
‘commodity prices are under no 
great pressure, either way, with 
most items available in com- 
pletely adequate supply.” It says 
P.A.’s feel “continued uncertain- 
ty and concern over the infla- 
tionary potential rather than 
over the imposition of any 
strong or general advances in 
the current levels.” 

The Chicago association re- 
ports “there is a continued up- 
turn in business. Production and 
employment show stability and 
small increases.” 

It adds “reporting companies 
now reflect inventory build-ups. 
Contributing factors seem to be 


consensus does 


‘ 


anticipated labor difficulties in 
the metals industries and the ac- 
celerated pace of business.” 


Trend Upward 

Reports the Cleveland associa- 
tion, “a considerable majority 
indicate a definite trend” up- 
ward. “Warnings, however, are 
expressed that this increase may 
not be as economically sound as 
it might be.” 

According to the Pittsburgh 
association, P.A.’s “indicate an 
increase in their new order posi- 
tion.”” They also spot “a slow-up 
in the delivery of some ma- 
terials, although it is not by any 
means critical.” 

This is what the Canadian as- 
sociation has to say: 

“Athough some reluctance for 
business to move to higher levels 
was apparent, even allowing for 
the expected slower tempo due 
to seasonal conditions, members 
continue to display an optimistic 
outlook.” 
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designed for the Great Lakes. By autumn she'll be ready for launching and next spring will jot 
inland fleet, carrying raw materials to Inland's indiana Harbor Works. She'll be big—a veritable 
among ships—longer than a 50-story skyscraper is high. And she'll be hungry—gobbling more” 
50,000,000 pounds of iron ore at a feeding. Her name? The ‘‘Edward L. Ryerson,” after the former 
inland chairman, and one of the oldest names in steel. She'll bear the name proudly while making her 
contribution to Inland’s long-range expansion program—a program designed to meet the growing 
needs of industrial Mid-America, now and in the future. 


Building today, with an eye to tomorrow 


) 


RESERVED 
FOR 
FALL, 
1959 


INLAND STEEL COMPANY prongs hh 6 


30 West Monroe Street * Chicago 3, lilinois INLAND STEEL PRODUCTS COMPANY 
Sales Offices: Chicago - Davenport - Detroit - Houston - Indianapolis INLAND STEEL CONTAINER ‘ANY* 
Kansas City « Milwaukee - New York - St.Louis + St.Paul - INLAND LIME & STONE NY" *Divirion 
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Price Trends 


@ P.A. Demand Sparks 
Copper Price Advance 


@ Slow Buying Of 
Lead, Zinc Noted 


N ONFERROUS metal prices have been mixed 
in recent weeks. Copper and tin have both 
shown strength, while lead and zinc demand 
has not picked up appreciably. 

Here’s the situation in some of the major 
commodities of interest to the industriai pur- 
chasing agent: 


Copper: Both producers and custom smelters 
have raised their copper prices in recent weeks. 
The volume of orders from P.A.’s has picked 
up markedly. 

The latest Copper Institute statistics show 
that world stocks of refined copper rose around 
22,000 tons in January. This increase, is only 
refilling the copper pipeline which had been 
slowly emptying during the last half of 1958. 


Lead: Many reasons have been cited for the 
weakness of lead in the U.S. These include 
mounting stocks, high foreign mine produc- 
tion, cheaper prices of foreign lead, and the 
lack of success of the barter program. 

Demand from P.A.’s shows no signs of im- 
proving. Even at lower prices, the undertone 
of the market is weak. 

A sure sign of the weakness of the lead mar- 
ket is the fact that St. Joseph Lead Company 
recently cut back its milling and mining opera- 
tions to a four-day week. This action will 
reduce the company’s lead output by approxi- 
mately 2000 tons a month. (Turn Page) 
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Wholesale Commodity Prices 
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Troubled by equipment wiring problems? 


If so, consider the record being es- 
tablished by Rome Synthinol 901, a 
special 105° PVC compound for wire 
insulation and sheathing. It has 
helped to solve an impressive list of 
difficult wiring problems. 

Developed by Rome Cable’s lab- 
oratory and first introduced in 1949, 
Rome Synthinol 901 has proved by 
test and actual use to be superior to 
conventional PVC compounds in the 
following ways: 

Suitable for continuous operation 

at higher temperature (105C). 

More stable under severe heat cy- 

cling. 

Suitable for continuous immersion 

in hot transformer oil. 

Superior resistance to chemicals 

and solvents. : 

. Greater resistance to heat defor- 
mation. 




















Graph shows heat deformation vs. tempera 
ture, and compares Synthinol 901 with con 
entional PVC compounds. Test run in ac 

rdance with Underwriters’ Laboratories 
tandard procedure, except for temperature. 


The practical value of this com- 
pound can best be illustrated by 
describing a number of actual case 
histories. 


(1) Coil leads. 


Many manufacturers of small coils 
for relays, small transformers, small 
motors, and electronic components 
have tried to use PVC insulated lead 
wires for many years. Typically, 
these leads are crimped or soldered 
to the ends of the coil; and the whole 
coil is then impregnated with var- 
nish or wax and baked as long as 16 
hours at temperatures as high as 
150C. The varnish used may be 


For More 


asphaltic, phenolic, alkyd, etc.; and 
the wax may be paraffin, beeswax, 
carnauba, or another kind. 

PVC insulated lead wires fre- 
quently produced serious produc- 
tion problems because of the insula- 
tion’s tendency to shrink, crack, and 
stiffen during the impregnation and 
subsequent baking period. Synthinol 
901 was substituted in place of the 
ordinary PVC insulation and, after 
nearly eight years of wide usage, not 
a single case of shrinkage, cracking, 
or stiffening of insulation involving 
Synthinol 901 has been brought to 
our attention. 


(2) Oil-filled transformers. 


Transformer engineers have long 
sought a cable construction to re- 
place varnished cambric-insulated 
cable for leads in oil-filled trans- 
formers. These leads connect trans- 
former windings and bushings and 
are constantly immersed in hot oil. 
One transformer manufacturer, en- 
couraged by successful experience 
with Synthinol 901 on other appli- 
cations, undertook a comprehensive 
study of the possible usefulness of 
this insulation in lieu of varnished 
cambric for high-voltage transform- 
er leads. This study extended over a 
several-year period and proved to 
those engineers involved that there 
were at least four reasons for stand- 
ardizing on Synthinol 901 for this 
application: 
a. There was less sludge in the oil 
than when VC insulation was used. 
. There was no harmful degrada- 
tion of the electrical properties of 
the oil. 
‘Conductors insulated with Syn- 
thinol 901 ran cooler, permitting 
a 7°, increase in lead cable cur- 
rent rating. 
. The use of Synthinol 901 in lieu 
of VC would permit substantial 
dollar savings. 


(3) Oil refinery, industrial and 
chemical plant wiring. 

Plant and oil refinery engineers have 
long used conventional PVC insula- 
tions for plant wiring with good re- 
sults, but too often heat deformation 
problems arose in warm locations. 
Since Rome Synthinol 901’s supe- 
rior deformation resistance sug- 
gested that it might be the answer to 
this problem, it was tried and soon 
became widely used because of its 
much better service record. 

Synthinol 901 also proved to be far 
superior to conventional materials 
for chemical plant wiring where the 
corrosive action of chemicals and 
solvents has always been a tough 
problem. Although polyvinyl chlo- 
rides as a class have inherently bet- 
ter resistance to chemicals and sol- 
vents than many other materials, 
some engineers desired even further 
improvement. One user decided to 
test a number of samples over a long 
period by immersing them in various 
concentrations of acetone, different 
alkalis, and butyric, propionic, and 
acetic acids. The results of this care- 
ful evaluation showed clearly that, 
when exposed to these chemicals, 
Synthinol 901 would last longer than 
any other PVC tested. 

These case histories describe just 
a few of the applications for which 
Rome’s Synthinol 901 has proved 
especially effective. Perhaps they 
will suggest other applications in 
your own area which might also be 
better handled with Rome Synthinol 
901 instead of a conventional PVC 
compound. If you have a wire or 
cable problem that might be solved 
with Rome Synthinol 901, why don’t 
you get in touch with us? Contact 
your nearest Rome Cable repre- 
sentative for more information—or 
write to Department 323, Rome 
Cable Corporation, Rome, N. Y. 
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Zinc: Sales of zinc have been slow recently. 
Many suppliers have been disappointed by the 
response of P.A.’s to their offerings. 

Reflecting this trend, January statistics 
showed the first gain in zine stocks after five 
straight monthly declines. The increase to- 
taled 5540 tons and brought total stocks up to 
195,777 tons. Refined slab zine shipments de- 
clined around 6000 tons to 71,000 tons. This 
marked the third successive monthly drop in 
deliveries from the peak month in 1958—Oc- 
tober—of 93,244 tons. 

All indications lead to the belief that an- 
other United Nations conference will be held Rubber 
at the end of next month. The main problem 
before the group will be to come up with some 
sort of international agreement on the subject 
of limiting supplies on the world market. 
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Tin: Demand for tin has increased, thereby 
advancing prices to new levels. Prices have 
been higher in Singapore, London, and New 
York. The improved demand has been coming 
not only from the United States, but also from 
the European continent and South America. 

The International Tin Council has announced 
a recent agreement with the Soviet Union to 
limit Soviet tin exports. The U.S.S.R. agreed 
to export only 13,500 tons of tin in 1959, even 
though it is not a member of the ITC 

















Aluminum: Aluminum producers are heavily 
courting P.A.’s in order to win over new mar- 
kets for their material. One of the recent ex- Cotton 
amples has been the move by Kaiser Aluminum : | , 36 Maw Orleen 
& Chemical Corporation to cut prices on rigid 
aluminum conduit for electrical installations by 
10% to 15%. 
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FRANK J. DECRANE, Director of Purchases, Lamson & Sessions, tells why he believes... 


~ Whey 
é ww ~~. 
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_— . _ eed » “Creative buying” 
: plays a vital part 
in creating | 
customers 


Betis 


kag Se 
TEM op 


r L&S, we consider creative buying as vital 

\ as creative selling —in serving our custom- 
ers most efficiently. 

The “creative” part comes in working closely 
and continuously with our established sources, 
to improve our products and reduce costs. We 
frequently suggest improved or alternate mate- 
rials—to doa better job at an established cost, or 
the same job at lower cost. EXAMPLE: on a type of 
raw material we buy in large quantities, investi- 
gations were recently carried out with several 
leading suppliers. Result — we're obtaining a 
better product at a 27% saving, now being reflec. 
ted in reduced costs for our customers. 

Creative buying offers other customer benefits, 
too. It means maintaining ample supplies of raw 
materials, so we can produce and deliver what 
you need without delay. It means throwing out 
“rubber-stamp” thinking — substituting imag- 
ination and ingenuity — to obtain production 
parts in emergencies, 

Take advantage of this creative, customer- 
minded approach to purchasing at L & §S, 


another reason why eee 


L&S Fastener Engineering 
helps you “tighten up” on... 
@ PURCHASING COSTS 


@ INSPECTION AND HANDLING COSTS 
@ ASSEMBLY COSTS 





LAMSON ©& SESSIONS 


5000 TIEDEMAN ROAD * CLEVELAND, OHIO 


Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 
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@ Inventories Unchanged; 
Sales Continue to Increase 


M ANUFACTURERS’ inventories showed “lit- 
tle change for the third successive month” in 
December, according to the Department of Com- 
merce. Sales and new orders, however, rose. 

Seasonally-adjusted inventories were $49.2 bil- 
lion, actually $100 million below the previous 
two months. The dip centered in the heavy goods 
group, with reductions occurring in the machinery 
and building materials industries 





New Orders Are Up 


Sales totaled $28 billion, with shipments up 2% 
from November. The rise was mainly in motor 
vehicles and steel in the durable goods industries 
New orders rose 1% to $28.1 billion, with the in- 
crease occurring in the soft goods industries 
New business for durables producers has shown 
little change since last October. 














Manulacturers’ Sales 
Seasonally Adjusted (Millions of Dollars) 


All Manufacturing Industries 





Dec Sept 
26,690 26,804 
13,092 12,723 

2,073 2,065 

1,431 1,593 

3,954 7,999 

3,147 2.438 

851 ax 
654 701 





Durable-goods industries 
Primary metol 
Fabricated metal 
Machinery 
Transportation equipment 
Lumber and furniture 
Stone, clay, and glass 
Nondurable-goods industries 13,598 14.081 
4,337 4312 
IRA 
1,027 
949 
2,071 
2,860 
464 


Food and beverage 
Tobacco 

Textile 

Poper 

Chemical 

Petroleum and coal 


Rubber 


Manufacturers’ Inventories 

Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 53,520 49,296 
Durable-goods industries 31,148 28,048 
Primary metal 4,269 4,043 
Fabricated meta! j 3,086 2,842 
Mactinery 10,374 9,074 
Transportation equipment 7,801 6,751 
Lumber and furniture 1,827 1,732 
Stone, clay, and glass 1,270 1,212 


Non-durable goods industries 22,372 21,248 
Food and beverage 4,689 4,598 
Tobacco j 1,924 1,838 
Textile 2,679 2,499 
Paper 1,444 1,405 
Chemical 3,820 3,747 
Petroleum and coal 3,644 3,271 


Rubber 1,092 1,024 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 26,030 27,047 833 28,144 
Duroble-goods industries 12,362 12,859 574 13,542 
Nondurable-goods industries 13,668 14,188 259 14,602 
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Can a better spring save you money? 





. . . then put American Spring Engineering 
Research Service to work for you! 


OULD you like the springs you now use to last longer? Would you like to cut 
their cost? Do you need design assistance on a difficult new spring application? 
American Steel & Wire may be able to help you. 

We maintain complete spring testing facilities to help you solve any spring problem. 
Our spring engineering specialists can help you improve the design of your spring. 
We can help you determine the best possible steel to use. Then, we can completely 
check spring performance. We can simulate any spring operating condition and verify 
these recommendations in terms of improved service in your product. 

Hundreds of companies have taken advantage of this service and have profited 
from it. Why don’t you? Just write American Steel & Wire, 614 Superior Avenue, 
N. W., Cleveland 13, Ohio. 


U'SS is a registered trademark 


Heavy-Duty Clutch Springs Last Longer Now —Thanks to AS&W Spring Research! 
The Lipe-Rollway Clutch Division, Lipe-Rollway Corporation, Syracuse, New York, asked 
AS&W Spring Engineering Research Service to determine if design change would lengthen 


the life of the flat wire compression springs used in their clutches. AS&W recommended de- 
sign changes that greatly increased the spring life. 


PURCHASING 








AS&W Spring Tests Make Possible 
New Design Rocking Chair! 


40,000 springs—not one failure—American Steel & 
Wire helped Homecrest Company, Wadena, Min- 
nesota, design a round wire helical torsion spring 
for an unusual new type of swivel rocking chair. To 
date, 20,000 of these chairs have been sold, but not 
one failure of the 40,000 springs has been reported. 


Design Change Increases Operating 
Life of Garage Door Springs! 


The Steel Door Corporation, Birming 
ham, Mich., asked the AS&W Spring 
Engineering Research Service for a sta 
tistical evaluation of the fatigue life of 
this extension hook-type spring. As a 
result of the test, AS&W recommended 
a design change which has materially 
lengthened the operating life of the 
spring. 





American Steel & Wire 


eee United States Steel 
Division of 


a! & tron Division. F airfield, Ais.. Southern Distributors - 
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Another Tinnerman Original... 


Cost-cutting Tubular SPEED CLIP® 
takes positive bite’ to hold assemblies tight! 


In seconds, you can front-mount trim, name plates, other Speep Nut brand fasteners. Then call your 
grilles, knobs, insulation, with Tubular SpeEED Tinnerman representative for samples and addi- 
Cuips. And at interesting savings in assembly time tional information. If he isn’t listed under 
and <csts! “Fasteners” in your Yellow Pages, write to: 
Snap these quality spring-steel fasteners into TINNERM™MAN PRODUCTS, INC. 
holes in metal, plastic or wood. Then press the Dept.12 + P.O. Box 6688 + Cleveland 1, Ohio 





mounting studs, nails or rivets into the clips to 
complete the atiachments...anywhere along your 


assembly line Ti N N E R M A N 


As the Sprep CLIP is inserted, spring fingers 


compress, then expand behind the panel to lock Speed Nua 
tight. The rolled-in end permits easy entrance, but 

bites hard into the stud to prevent back-off or 
vibration-loosening. 





Tubular Sprep C.ies are available for a full 


range of stud sizes and panel thicknesses. Perma- 

nent lock or removable types. 
‘ ’ . i ~ | 5 ® 
Check your Sweet’s Product Design File (Sec- RS SS Crees 


tion 8’Ti) for data on Tubular Sprep Cups and 











CANADA: Dominion Fasteners Ltd, Hamilton, Ontario. GREAT BRITAIN: Simmonds Aerocessories Ltd. Treforest, Wales. FRANCE: Simmonds S.A, 3 rue Salomon de Rothschild, Suresmes (Seme) GERMANY Mecano Bundy Gmbil, Heidelberg 
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Fight Against Inflation 


Centers on Steel Industry 


#4 OVERNMENT efforts to hold 
the price line are presently fo- 
cused on the steel industry, as it 
is felt that the biggest danger lies 
here. 

Both Congress and the White 
House are moving in an attempt 
to contain steel prices. The Ad- 
ministration efforts directed 
toward arousing public opinion 
against price hikes. The Congres- 
sional moves, on the other hand, 
seem to be aimed at probing the 
industry’s pricing policy. 

Although the White House 
creation of a Cabinet Committee 
on Price Stability for Economic 
Growth not specifically for 
the purpose of holding the line 
on steel prices, this will obviously 
be the first area of 
concern. However, there is some 
question as to what this commit- 
tee can actually do. Its member- 
ship, while drawn from the top 
ranks of government with Vice- 
President Nixon as the chairman, 
has limited functions and powers 

The problems in steel are not 
simple. A quick and easy 
tion would be: (1) 
workers to 
token increase in 
and (2) for the steel companies 
to hold the line 
even cut some prices 

But both of 
are highly unlikely 


are 


was 


committee 


solu- 
steel 
than a 


for the 
forego more 
hourly wages 


price naybe 


] . : 
aiternatives 


these 


Stiff Foreign Competition 

The that prices 
have been administered and that 
there have competitive 
market pressures to keep prices in 
line do not take into account the 
growing impact of foreign com- 
petition. For example, Japanese 
and German wire rope is being 
sold on the U. S. market at prices 
much lower than those of do- 
mestic producers. According to 


charges steel 


been no 
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At his news conferences, President 
Eisenhower takes advantage of the 
opportunity to lash out against in- 
flation and defend his balanced 
budget. 


a U.S. Steel study in 1951, 3% of 
all barbed wire sold in this coun- 
try mported. By 1957, this 
percentage to 52% 


This market change was brought 


was 
increased 


about almost entirely by price. 

This trend underlines the need 
for holding the domestic price 
line. However, union politics are 
likely to be a factor in any wage 
agreement. Although it might be 
better for the econoliy for a labor 
leader to make modest demands, 
union leaders keep their power by 
razzle-dazzle rather 


7 


wage gains 


han statesmanship 


e@ Problems: Inflation 
and Productivity 


spokesmen are 
undecided whether inflation is the 
dominant problem or 
whether there are other equally 
pressing problems. 

The division in thinking gen- 
erally follows party lines. Repub- 
licans support President Eisen- 


Congressional 


domestic 


hower’s belief that inflation is the 
No. 1 problem. The solution 
offer is a balanced budget now. 

Democrats agree inflation is a 
major problem, but counter 
the argument that the high level 
of unemployment and the low 
rate of growth are 
equally vexing. There are several 
reasons why economic productiv- 
ity has been sluggish 

One of 


there 


they 


with 


economic 


the main ones is this: 
has been no startling in- 
crease in production levels. With- 
out such an industry 
cannot cbtain the full effect of its 
new plant and equipment 
Another factor is that defense 
production has become a _ stand- 


ard part of our economy. The de- 


increase, 


fense incustries are now engaged 
in new technologies, with the ad- 
vanced missiles largely a made- 
by-hand This 
productivity 


operation 


keeps 


low 


Hard to Compare 


A comparison of U. S. and 
Soviet growth rates is confusing 
Under Marxian definitions, growth 
rates apply 


only to machinery, 


equipment, and commodities 

They exclude housing, 

duction, 
The 


housing, 


larm pro- 
and services 
Soviets 


have 


have neglected 
held down con- 
and have had little 


regard for services 


sumer goods, 
as an industry 
As a result, the claims of an 8% 
to 9% for Russia 
indicate a quick advance in some 


growth rate 


areas and do not reveal the com- 


plete neglect in others 


e Air Force Switches to 
Building Block Tack 


The Air Force is changing its 
historic approach to developing 
new weapons. The present system 


is for the military to establish an 


23 





NOW TESTS PROVE... 
CONTOUR-WELDED* 
STAINLESS TUBING IS 
SMOOTHER snoctiness vrovides ...tonger fatigue life 





Recent tests conducted on different types of full-finished tubing prove 
that TRENTWELD® tubing—made by the exclusive 

Contour-Weld* process—is smoother than tubing made by 

. any other method of manufacture. 


TRENTWELD IS SMOOTHER THAN SEAMLESS. The walls of welded tubing 
generally are smoother than the walls of seamless because 

welded tubing is formed from uniformly rolled strip steel whereas 
seamless is extruded from a billet. The tests confirm 

this point of difference. 


TRENTWELD IS SMOOTHER THAN OTHER WELDED TUBING. These tests 
also confirm that TRENTWELD tubing is smoother than any other 
welded type thanks to Contour-Welding*, the welding 

process patented by Trent that virtually eliminates the weld bead. 


WHY SURFACE SMOOTHNESS IS SO IMPORTANT. In still other tests, 

it has been proved that surface smoothness directly affects fatigue life 
critical in hydraulic and other pressure applications .. . 

corrosion resistance—vital in strong chemical environments... 

particle inerustation—which must be eliminated to prevent 

product contamination. 


So, next time you need stainless or high alloy tubing, be sure you 

specify TRENTWELD. It’s also available in titanium, zirconium, 

Zircalloy and Hastelloyt, in sizes from % to 40 in. Meanwhile, why not 

get full details. Send today for the free, 50-page Trent Tubing 

Manual. Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 

tTrademark of Haynes, Stellite Co. 

; 


DrPOaGAHET 


mecrustatio) 


WHAT CONVENTIONAL WELDING IS 


In conventional welding of tubes, gravity pulls molten metal down inside 
the tubing to form a bead that is difficult to remove by cold working. And 
cold working may lead to undercuts, focal points for fatigue cracks and 
corrosive attacks. Cleaning becomes difficult. 





WHAT CONTOUR TRENTWELD IS 


With Contour-Welding the tube is welded at the bottom. Gravity still 
pulls the molten metal down, but now the weld area corresponds to the 
contour of the tube. There’s virtually no weld bulge on the inside sur- 
face. And even on the O.D., the weld seam more closely conforms to 
the contour of the tubing. 


Stainless and High Alloy 
Pipe and Tubing 


TRENT TUBE COMPANY Subsidiary of Crucible Steel Company of America * GENERAL OFFICES: East Troy, Wisconsin » MILLS: East Troy, Wisc.; Fullerton, Calif 
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operational requirement 
then let a contract to a company 
for production of an aircraft or 
missile to fill this need 

Under the new concept, a 
“building block” approach will be 
substituted. The Air Force 

contracts for a new or ad- 
vanced propulsion unit or fire 
control, communication, or guid- 
ance system for which 
no immediate use. 

A current example is the con- 
tract let for a 1.5 million-pound- 
thrust rocket Although 
there is no present this 
power plant, the Air Force knows 
that an engine of this size will be 
needed in the future 

The effect of the “building 
block” approach is that much of 
the research and development 
work will have been completed 
by the time the military 
up with its operational require- 
ment. In addition, production will 
be stepped up on new weapons, 
as completed components will al- 
ready be available. 

This revised approach will put 
even more urgency on research, 
including basic research. The cur- 
rent rate of spending for research, 
both military and civilian, is 
roughly around $9 billion a year 
—but only about 5‘ 
basic research. 
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@ Unemployment Issue 
Spurs Union Demands 
The high 


ment 


level of unemploy- 
continues to be the major 
prod that is stimulating large gov- 
ernment spending. 

The number of jobless is at the 
4.7 million level. This will prob- 
ably drop off in the current 
month, drop again in April, and 
hit a in May. This 


low level should be of short dura- 


seasonal low 


tion, with the flooding of the job 


market in June by 


youngsters 
nployment 


seeking summer e 
school and college graduates who 


and 
will become permanent me 
of the labor force. 

Labor analysts indicate t 


nbers 


] 
} 


hat the 


They 


pattern is not discouraging 
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say the present level of unemploy- 
ment was not unexpected and 
the forces of are still 
very strong. 

To the Congress, 
4.7 million unemployment figure 
looks like pretty stern stuff. The 
rolls of jobless are being used 
as a justification for a large vol- 
of public works. Also the 
unemployment issue is a factor 
in pushing easy credit to encour- 
age housing starts. 

Labor spokesmen say that the 
basic problem is lost production 
AFL-CIO Vice President Walter 
Reuther has been repeating a re- 
frain that $100 billion in 
production has been lost in the 


recovery 


however, a 


ume 


some 


last six years by not fully using 
the nation’s plant and manpower 
reserves. Reuther’s formula is for 
consumer _ spending 
power by pumping money into 
the through higher 
wages and keeping prices stable. 
Other suggestions he makes 
are: that credit be kept easy but 
stock market speculation be 
curbed; that government spend- 
ing be increased for defense, hous- 
ing, schools, and public works; 
and that “loopholes” be 
in the tax structure. 
This labor position outlines the 
outer the “spend and 
tax” approach. It is opposed to 
the White House position of a 
balanced budget and lower taxes 
What is likely to result from 
these two positions is the usual 
compromise. Already there have 
been signs from the President that 
he is willing to make some con- 
credo for a bal- 
anced budget. And labor demands 
are always known to be inflated 
in order to allow for convenient 


increasing 


economy 


closed 


edge of 


cessions in his 


compromise 


e Capital Spending 
Rise Expected 


The government expects in- 


dustry to increase its spending 
for capital equipment. Here’s how 
President's Council of Eco- 


nomic Advisers sees it: 


the 


earnings have im- 
proved. While the rate of use of 
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HARDINGE. COLLETS — FEED FINGERS — PADS 
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Collets, 
eed Fingers 


— Pats 
me 


= 


—" 
For all Automatic Screw 
Machines, Chucking Machines, 
and Turret Lathes. 


Available for: Brown & Sharpe, 
Cleveland, Cone, Davenport, 
Greenlee, Acme-Gridley, Na- 
tional Acme, New Britain, War- 
ner and Swasey, Jones & 
Lamson, Gisholt, Bardons and 
Oliver, Foster, Morey, Sim- 
mons and others. 


One Source of Supply for all 
vour collet feed finger ind pad 
requirements means pur 


ch ising 


Send for Catalog 36 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


immediate Delivery from Conveniently 
located Stocks in 
Atlanta, Boston 
Hartford, Los 
Seottle, Port 
Lovis, Toronto. Montre 
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67% More Slots per Grind 





CLEVELAND 500 Series 4-Fiute 
End Mills give Better Performance 


On the job illustrated above, conventional 3-flute end mills were averaging 
50 slots per grind in SAE 1020 steel. On the same set-up CLEVELAND 
500 Series 4-Flute End Mills, with less cutting edge wear and longer size 
life, increased production to 93 slots per grind. < Yet this is only part of 
the story. The customer reported that these new CLEVELAND End Mills 
also gave a smoother finish, greater accuracy and better chip removal with- 
out sacrificing speed or feed. <} When you use CLEVELAND 500 Series End 
Mills you get a// the advantages of 4-flute mills—and plunge cutting, too! 


. . Request your copy of this 
Contact your nearest Stockroom, or... : : oe 


helpful, informative book 


=) that shows the complete 
TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR net See eee 
for CLEVELAND Y? Quality Tools... prompt delivery from stock 


= 6 OF R18 DS OVC. B DI a6 ty wb 0) 3 6 Oley 
1242 East 49th Street - Cleveland 14, Ohio 


Stockrooms: New York 7 * Detroit2 * Chicago6 * Dallas 2 * San FranciscoS * Los Angeles 58 
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present facilities has not created 
pressure for enlargement, it has 
. risen sufficiently enough to point 
out the need for increased facili- 
ties in the future. In addition, the 
demand for controlling costs pro- 
vides an incentive to replace ob- 
solete and high cost facilities, 
even though these may still be 
operational. 

White House economists are not 
willing to speculate about how 
much of a jump in capital spend- 
ing can be expected. But they do 
think such spending will give 
the economy a big boost. 


@ Soviet Aluminum: 
Too Much or Too Little? 


Were the Soviets dumping 
aluminum in a cold trade war 
move or do they have a shortage 
of the metal? The answer to that 
question is now more confused 


hz over. 
"eae caine sales of alumi- COMPLETELY NEW 

m last year at less than world : 
nr foreed U. S, a "British CORRUGATED BOX for packing 


aluminum producers to drop their . ° 
prices in order to meet the Rus- and shipping wet products 
sian competition. Seemingly, they 
had a surplus of the metal. How- Hinde & Dauch’s new M/R 
ever, at the recent meetings of (moisture-resistant) boxes— 
the Soviet Party Congress, the made from a totally new kind of COMPRESSION TEST PROVES 
economic reports on aluminum corrugated board—keep their M/R STRENGTH 
and copper indicated there actual- strength no matter how wet the 
ly were shortages of both metals. product they protect. Used in 
And Western observers inferred produce hydrocoolers, M/R 
; boxes actually shed water instead 
from the nonferrous reports that 

: of soaking it up. In addition, they 
the Russians are currently short 


stack and handle easier; provide 


of the metals. better insulation, more product 


But U. S. aluminum industry protection. Independent studies 





m i 
analysts, after a careful study of indicate that M/R boxes reduce 


the meeting reports, came up with shipping damage to peaches by 
the discovery that—in terms of 50%. And their smooth, clean sur- 
current market conditions—the faces can be printed with attrac- 
Soviets may really have some sur- tive designs 

plus. This is primarily due to a 


REGULAR 


Packing and shipping wet 
products? Write today for full pin eg ay 


pression tests reg 


switchover to missiles in their information on how new M/R Under 90 z ative | 


military arsenal. At the same corrugated boxes can provide 1263 ibs. Proof that M/R t 
time, the Soviet consumer goods substantial savings in vour =o 
industry is not able to absorb the operation 
metals, 

It is in the long-range outlook 
that the shortages of aluminum 


and copper may really show up. 
The Soviets anticipate a growing 
need for nonferrous metals in :% Division of West Virginia Pulp and Paper Company 


their electrical and consumer 
. js > 4? Sales C S 
goods industry in the future —By Rutworay on Packaging > Sandesty. Ohip 9/15 Factaries © 42 Sales Omices 


A. N. Wecksler 
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IBM's 
“NEW LOOK” 
enhanced 

with 

MT. VERNON 
Die Castings 


CASE HISTORIES FROM 
MT. VERNON FILES 


Behind the sleel ette of the dramatically new its complete facilities for die cast zinc a 

IBM electric typewrit ore than a quarter of parts ready for assembly. These service: 

a century of experience combination of styling one roof in 200,000 square feet of space 

and engineerin ivances” that promise ind de the answer to your design and production pr 

liver better performance and easier typing Think about it and let us know. We'll g 
For its enclosure IBM knew what it wanted: a talk it over, without obligation. Just call your near 

new high in eye-pleasing design combined with the Mt. Vernon sales representative 

many low cost, production benefits of die-casting 


It was only natural that. for these die castings. once 


again, they turned to Mt. Vernon, a reliable suppliet : briny, 
to IBM for over 25 years Smee Litiiinny Gnreeee 

And, once again, they found Mt. Vernon's co- 4 ntti: 4 ie 
ordinated four-fold service lesigning, die making 
casting, and machining qual to the job of meeting 
their strict requirements: strong, gracefully arched, 
thin-walled, large aluminum sections that match and nae SC Pen, BCH anen am 
fit perfectly. The three castings that cradle and en 
close the intricate typewriter mechanism are deliv- a a Te 
ered completely machined, ready for finishing 

Like IBM, leading manufacturers in all industries Kl hate, 

RESEARCH 

know and rely on Mt. Vernon's experienced use of ‘ ; 


PARTIC RANT 


BIRMINGHAM, ALA.: Mr. |. B. Armstrong, Jr., P. 0. Box 2244 QUINCY, MASS.: Mr. Edmund W. Libby, 91 Merrymount Rd 
SALES BROOKLYN, N. Y.: Mr. Robert V. Moore, 2317 Plumb 2nd St. ROCHESTER, WN. Y.: Mr. William Savers, 101 Briarcliff Rd. 
REPRESENTATIVES CLEVELAND, OHIO: Mr. Grant Eller, 6 East 194th St. SKANEATELES, WN. Y.; Mr. Jerome J. Theobald, 9 £. Genesee St 
GUILDERLAND, WN. Y.: Mr. David H. King, 75 Willow St. STAMFORD, CONN.: Mr. Anker Anderson, Cascade Road 
LUTHERVILLE, MD.: Mr. C. Mcintosh Gordon, Box 55, R.R. No. 1 VALLEY FORGE, PA.: Mr. G. T. McMaster, P.0. Box 115 
PITTSBURGH, PA.: Mr. Andrew W. Anderson, 300 Pasadena Drive So 
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Designed 


to give you 
Double 
Protection: 








WAGNER TYPE DP MOTORS 


Wagner Type DP Motors provide double protection that means longer life— 
more versatility of application. Rugged cast iron frames and endplates are 
highly resistant to corrosion. Dripproof enclosures are so well designed that 


against these motors can handle many applications that forn y required splashproof 


motors. These motors pack ample power into little space, are light in weight 






relejlggel-ile)s and are easy to maintain 
SLEEVE BEARING MODELS AVAILABLE. The entire line of ratings is 


available with ball bearing construction, or with steel-backed, babbitt-lined 
PROTECTED sleeve bearings of high load carrying capacity that provide quieter operation. 
Let a Wagner Sales Engineer show you how these motors can be applied to 
: your needs. Call the nearest branch office or write for Wagner Bulletin MU-2 
against splashing 
Branches and Distributors in All Principal Cities 
liquids... pgs : 
Wagner Electric Corporation 


6360 Plymouth Ave. + St. Louis 14, Missouri 


rie 








ee Po tie 


DOUBLY PROTECTED — Air intakes and outlets are COOLING RUNNING—Specially designed baf- CAN BE RE-LUBRICATED — Original factory 
positioned to provide complete protection against fles, which protect the stator windings, direct a lubrication will last for years in normal service 
dripping or splashing liquids. Rugged cast iron cooling stream of air through the motor to effec- —but grease plugs are provided to permit 
frames protect against rough handling and cor- tively cool the motor—add to motor life. re-lubrication that adds years to motor life 
rosion. under severe conditions. 


LOOK at the morale aspect of washrooms 


f™ 


“HEALTHY” FRESHNESS 


fresh atmosphere 


A clean, 
one. Makes washrooms 
concern for individual 


in Wa 
“feel” clean. Reflects management 
health and welfare. 


hrooms pleases every- 


This kind of freshness is easily maintained with modern 
automatic West deodorizers that contain a pleasantly per- 
fumed aromatic fluid. These modern devices neatly 
encased in white plastic. They installed and 
maintained free of charge WEST WASH- 
ROOM SANITATION PROGRAM 


are 
e loaned, 
as part of the 


The 
heavy-duty 


WEST WASHROOM 
cle 


SANITATION PROGRAM 
“aners disin for 
regular intervals. Cle rs prevent drain clogging 
salt buildup. Disinfectants kill 
cause T.B., Polio, Typhoid, Influenza 


includes 
at 
from 

that 


ases. 


and fectants facilities 
ane 
mic 


ro-organisms 


and other dis 


PROGRAMS AND SPECIALTIES (C ab 


FOR PROTECTIVE SANITATION 
AND PREVENTIVE MAINTENANCE 


| WEST: 


Important too, the WEST PROGRAM gains 
todians so that they maintain high 


the 
standard 


upport of cus- 


of sanitation 


The WEST WASHROOM SANITATION 
enough to pay for itself. It includes an analysis 
rials and methods that simplifies maintenance and lead 
to savings in towels, and other supplies. For full 
details, phone your nearby West office. Or mail the cx 
pon to our Long Island City headquarters, Dept. 15 


PROGRAM often Save 


of mate- 


soap 


Send 


Have 


information on your WASHROOM PROGRAM 


a Specialist phone for an appointment 


Nam 1¢ 


Position 


WEST CHEMICAL PR 
42-16 West Street, Long 


ICTS IN¢ 


b ds y New York 
Branches in pr pal cities 


CANADA: 5621-23 Casgrain Avenue, Montreal 





WEST DISINFECTING DIVISION 


«For More Information Write No 


173 on Inquiry Card—Page 32 
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from 
drilling rigs... 


Torrington makes the right anti-friction bearing 
for every basic need! 


In the oil fields where your gasoline originates, the need may be for a special Torrington Angular Contact 
Rotary Table Bearing to support thousands of feet of whirling drill string. In your car, it may be a compact 
Torrington Needle Bearing to smooth your steering. 

Between these two examples lie all kinds of requirements. To meet this broad range of needs, Torrington 
makes every basic type of anti-friction bearing. 

You can be confident that engineering recommendations from Torrington will bring the broadest expe- 
rience to bear on your specific application requirements. For help in developing the right anti-friction appli- 
cation for your product, rely on your Torrington representative. The Torrington Company, Torrington, Conn. 
—and South Bend 21, Ind. 


TORRINGTON BEARINGS 
District Offices and Distributors in Principal Cities of United States and Canada 


NEEDLE + SPHERICAL ROLLER + TAPERED ROLLER + CYLINDRICAL ROLLER + BALL + NEEDLE ROLLERS + THRUST 
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“Why not purchase 

steel storage equipment 
that will produce... 
like a 


PRODUCE... 
PRODUCE... 
PRODUCE... 
PRODUCE... 


PRODUCE. 





machine tool? 


more savings in inventory time 
better protection of materials 
easier plant housekeeping 


faster materials handling 


.. better control against pilfering 


To see how, turn the page.” 


Marcu 2, 1959 








“Penco planning lets you use Penco shelving and 


**Makes sense, doesn’t it... shelving and lockers 


that produce, instead of just taking up floor 


 ~-_ 
ZA i ale 
space! As the Penco Planner it’s my job to spot 
a 
all your problems that can be traced to -_a> 
LS 
inadequate storage and help you surround them 


dhs 
with Penco lockers and shelving used as iia 


produc lion tools. 


“For we at Penco design and build Penco units 
to be an integral part of plant operations. To 
act as controls in the flow, storage and 
protection of materials and equipment that come 
into your plant, and to control what you ship 
out. ‘To serve as safety vaults where you can 
keep finished products dry, clean and safe. ‘To 
work in your housekeeping programs by 
maintaining orderliness. To help employees be 


better workers by serving them more efficiently. 


*“Take a look at the examples shown here of how 
Penco storage equipment is producing in 
plants today. Then let’s get together and go over 


all the ways Penco Planning can work for you.”’ 


WRITE FOR THESE NEW BULLETINS: 
@ T Line Shelving Bulletin B-40 
®@ Series 6000 Locker Bulletin B-60 


No obligation of course. Address 
Dept. H. 


A LA N woo D ST E E L co ay PA N Y Lockers produce control against pilfering. “Do tools, 


supplies, ‘disappear’ around your plant? These 


Penco lockers have built-in hocks. Master key 
=< PENCO DIVISION rives com 3 3 
i ) g ompany access at any time tor sanitation 
(Aw) 
Sw 


Oaks, Pennsylvania or inspection. Company reports pilfering via 

; the locker route was stopped cold! By the way, 

Steel lockers + Steel cabinets - Steel shelving - Book case units note Penco sloping tops that stay free of debris.” 
For More Information Write No. 176 on Inquiry Card—Page 32 for Bulletin B40 
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lockers as production tools” 





Penco shelving producer protection. “Penco Planning helps you stop 
loss of equipment, handling damage, wast keep stock high, 
dry, clean, available. The Penco shelving shown here cut loss from 
improper handling of foundry patterns to the tune of $2500 a year! 
Units put in over five years ago still look like new. For Penco 
builds ’em sturdy, takes extra care even pre-treats with a special, 


extra phosphatizing step for tighter enamel bond, tougher finish.” 


Penco—tool to speed up inventory taking. “'! 

you get inventory organized, up where y d count it 
fast. What’s more, our new boltless stee ( ng cuts assembly 
costs 50°. It goes up with two Penco chann lips that slip into 
place. No tools, springs or tricky devices to n sround with. Shelf 
height can be re-adjusted in seconds, or complete installation disas- 


sembled and moved in minimum time. Check Penco Planning now 


For More Information Write No. 177 on Inquiry Card—Page 32 for Bulletin B60 
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Architect: GRAHAM, ANDERSON, PROBST & WHITE, Chicago, Illinois 


Electrical Contractor: HYRE ELECTRIC CO., Chicago, Illinois 


Electrical Protection goes MODERN 


with BUSS fuses!... 
in the MORTON SALT BUILDING 


The beautiful, new Morton Salt Building is located 
at 110 North Wacker Drive in Chicago 
outside the Loop. 


just 


The safest and most dependable electrical pro- 
tection was needed because the engineers estimated 
the available fault current might easily reach a value 
of 75,000 amperes. 


THERE 1S A BUSS OR FUSETRON 


Chicago, Ill. 


For this reason, the main switchgear, consisting 
of 1-4000 ampere, 1-2000 ampere and 1-1200 ampere 
pressure switch, is completely equipped with BUSS 
Hi-Cap fuses. 

To make available the same safe, dependable and 
trouble-free protection, all distribution panels are 
equipped with FUSETRON dual-element fuses. 


FUSE FOR EVERY ELECTRICAL NEED 


—e 
ag 


| 


PURCHASING 











ONLY FUSES OFFER THE SAFETY 

AND DEPENDABILITY REQUIRED FOR 
TODAY'S CIRCUITS 

Because of the ever-increasing transformer 
and network capacities, Power Companies 
now consider quite possible fault currents of 
75,000 to 200.000 ampere 

So too, the requirements for protective 
devices have been changed to assure safe 
interruption of these higher fault currents 

Fuses, because of their high interrupting 
capacity and dependability prove superior Morton Salt Building: Mains and Feeders 
in meeting modern protection requirements protected by BUSS Hi-Cap and FUSETRON Fu 
With Fuses, Safe Protection Remains Safe n installations of Kor I . 
Dust, fumes, corrosion or age cannot » AW amperes ... OO) ampere 
increase a fuse’s capacity or lengthen its By Installing FUSETRON duyal- BUSS Hi-Cap Fuses offer Safest, 
blowing time. The operation of a fuse is not element FUSES——-YOU GET 10 POINT Most Modern Protection 


dependent on latches, triggers or other PROTECTION They have an _ interrupting 


devices that are subject to the strains and With rare exceptions, other capacity sufficient to handle any 
jars of mechanical action both in opening types of protective devices pro fault current regardless of system 
and closing tect only against short-circuits growth ind by coordinating 
them with FUSETRON fuses on 
feeder and branch circuits, out- 


A fuse cannot stick or fail to operate when BUT, FUSETRON dual 
electrical trouble occurs. 1 year, 5 vears or element fuses give you safe, 


ages caused by fault currents can 
20 years from now, a fuse will provide the trouble-free 10 point protection 


be limited to circuit of origin 
same, high degree of protection as on the ‘For the FUSETRON fuse story For the BUSS Hi-Cap fuse 
day it was installed ask for Bulletin FIS. isk: for Bulletin HCS., 


| ss BUSSMANN MFG. DIV. McGRAV 
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“CAN DO” we 


Redesigns decorated plastic dial... 


ose hands belong to a busy appliance manufacturer 
dial he’s attaching to the backsplasher may be 
ill, Dut it once 


presented man-sized production 


roblem! 


That's when he came to Nosco and said 


L hese 


specs on our new decorated acrylic dials arc 


They 
with remote lettering. But we 
low. Can do?” 

Nosco said “Can do 
redesign each complex dial into two pieces that are 
We'll hot stamp 
with this new design 


tough involve a complex, cup-shaped section 


still want costs kept 
better and cheapet Let us 


issemble 


And then, 


easy to mold and easy to 


two colors at a time 


raeraure 


: steps up production rate 30% 


we can spray paint and 


This 


cut, production increased, and quality 


Wipe automatically. 
way, costs are 
kept high 

The result: 


2500 completed washer or dryer dials 


per shift— JOC, more production at no increase in cost! 
Nosco —< 
happy manufacturer 


And Nosco “Can do” for you, too. We like 


injection molding and 


hat’s what an do” did recently for one 


tough 
decorating projects. Let us 
show you how we can produce your plastic parts in 
volume, and perhaps cut costs by redesign. For more 


information call or write 


NOSCO plastics, inc. * erie 1, pa. 0» 


For More 


Information Write No. 


179 on Inquiry Card—Page 32 





ARE BUILDING OUR BUSINESS 


a 
Meet Mr. Quaker State, 
a QSM plant worker. 
He's building your 


business because he is... 


¥ Quality conscious 
4 Determined 

¢ Skilled 

4 Proud 


\23/ QUAKER ey ee ee ode Pe ey ey hs | ee 


PACE SETTERS IN ALUMINUM |: ] 


MILL PRODUCERS OF ALUMINUM nit} - COIL + TUBING + AND BUILDING PRODUCTS 


For More Information Write No. 180 on Inquiry Card—Page 32 For More Information Write No. 18] on Inquiry Card—Page 32 
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Cathode shield improves anode action (reducing end joss) 
and collects tiny electrode particles that would other- 
wise land on glass wall, darkening end of tube. New 


G-E Power Groove stays brighter 


NEW 


e Gives 


Tale Dace tale 


longer! 


G-E POWER GROOVE LAMP... 


most users lowest cost of fluorescent light... 


e Saves them 10-30% on initial investment alone 
e Stays cleaner, brighter longer—no darkened ends 
e Will last about 3 years in single-shift service 


The new Power Groove is the most recent advance in lighting 
from General Electric, your most consistent source for new and im- 
ved lamps to give you more for all your lighting costs. If 


you are planning a new building, or remodeling an existing one, 
this dramatic improvement in lighting deserves first consideration. 


LOWER CAPITAL INVESTMENT. That's the most exciting 
aspect of this new lamp. It costs no more than the original Power 
Groove, yet with all\this light you can now plan on—and get—a 
higher level of lighting than was ever practical before. And the 
investment in lamps and distribution equipment is even more 
practical and economical! 


IMAGINE! A single 8-foot G-E Power Groove can deliver a 
startling 15,000 lumens—the highest light output obtainable 
from any fluorescent lamp you can buy today. This gives you the 


lowest cost of fluorescent light for most new lighting systems, 
and establishes a new set of standards in overall lighting economy. 


LIGHT OUTPUT STAYS HIGH. General Electric's efficient 
cathode shield reduces cathode wattage losses . . . and also collects 
the tiny electrode particles that would otherwise be deposited on 
the glass wall, darkening the lamp ends. General Electric Power 
Grooves now stay brighter . . . end-to-end . . . longer! 

When you take your next lighting step, make it a big one. 
The biggest! As you build or expand, put the economy of 
the new G-E Power Groove Lamps into your plans. For 
more information, call your nearby General Electric Lamp 
Distributor, or write: General Electric Co., Large Lamp 
Dept. C-909, Nela Park, Cleveland 12, Ohio. 








Grooves or panels “squeeze” arc to increase light- 
producing power, give you same strength with 
thinner glass. They also aid light emission, enabling 
you to use more of total light given off by phosphor 


New configuration makes arc stream travel 
in a wavy path, makes greater electric 
power available for producing light. You 
get the arc equivalent of a 9-foot lamp! ‘ 


THE SECRET’S IN THE SHAPE 


REGULAR FLUORESCENT, shown here in the 
conventional round shape of the High Output 
Lamp, has a straight arc stream. As in the case 


ot any fluorescent, th arc causes mercury 


7,600 LUMENS | 





vapor to radiate eners which excites phos 
phor on insid ft lig 


ewall. This, in turn, gives off light. 


ORIGINAL POWER GROOVE, developed by 
General Electric in 1956, has an interrupted 
£roove along one side conti ous ¢ xcept for 
bridging at regular intervals to increase glass 
strength. Grooves or panel squeeze the 
arc to increase the light-producing power. 


NEW POWER GROOVE has grooves 
15,000 LUMENS > E rs oS : sides to accomplish Same | 
In addition, it makes arc trav 
. a full foot longer in &8-foot t 
——. a ~~ you even more light-prod 
——_— z_ cS shape also enables you t 
= total light given off by the ph« 


—s — 


LONGER ARC STREAM, GREATER LIGHT-PRODUCING POWER GIVE YOU 
A NEW LOW IN COST-OF-FLUORESCENT-LIGHT FOR MOST INSTALLATIONS 


Progress /s Our Most Important Product 


GENERAL wo ELECTRIC 





Information For Your Catalog Files 





ALUMINUM 


A complete description of aluminum mill products. 
The fully illustrated twenty-four page booklet has 
general information plus a presentation of character- 
istic and typical properties of the products. Contains 
a listing of material in tabular form for reference and 
comparison. Diagrams, photographs, drawings, and 
tables are used. 


Kaiser Aluminum & Chemical Sales, Inc. 
Write No. 1 on Inquiry Card—Page 32 


CABLE ASSEMBLIES 


A 12-page catalog covering standard molded-type 
cable assemblies. Also lists field, special, and coaxial 
types. There are three pages of tabular reference data 
giving types, cable number, corona levels, and special 
remarks. 


H. H. Buggie, Inc, 
Write No. 2 on Inquiry Card—Page 32 


CUTTING TOOLS 


Catalog 359 lists reamers, drills, end mills, milling 
cutters, counterbores, single point tools, blanks, and 
inserts. The 72-page bulletin contains an illustrated 
section describing grinding and operating sugges- 
tions, along with a selection table for determining 
correct carbide grades and machining speeds. 


Wendt-Sonis Company 
Write No. 3 on Inquiry Card—Page 32 


NICKEL PLATING 


An illustrated 24-page booklet answering questions 
about nickel plating. Plating techniques and various 
design factors are discussed, as well as the applica- 
tions in which nickel coating have been used. 
International Nickel Company, Inc. 
Write No. 4 on Inquiry Card—Page 32 


FORGINGS 
A 24-page two-color illustrated brochure covering 
forging facilities and range of products. Listed are 
characteristics and important uses for custom-die 
forgings. One section is devoted to problems and so- 
lutions for different markets. 

Park Drop Forge Company 

Write No. 5 on Inquiry Card—Page 32 


HOISTS 
Bulletin 158-G describes a line of electric hoists. In- 
cluded are three higher speed models, with capacities 
ranging from 1/8 to two tons. 

Chisholm-Moore 


Write No. 6 on Inquiry Card—Page 32 


GEAR FINISHERS 


Two rotary external gear finishing machines are de- 
tailed in a four-page brochure. Publication 870-A-58 
contains close-up photos that illustrate the under- 
pass, modified underpass, and transverse gear shav- 
ing methods. Mechanical and physical specifications 
are contained in the two-color pamphlet, along with 
illustrations of automated setups and other optional 
equipment, 


Michigan Too! Company 
Write No. 7 on Inquiry Card—Page 32 


HAND TRUCKS 


Contains complete specifications and a full descrip- 
tion of operating characteristics and advantages of 
four high-lift, battery-powered hand trucks. The six- 
page color brochure describes stackers of 1500, 2000, 
2500, and 3000 lbs. capacity. Included also are charts, 
drawings, and photographs. 


Clark Equipment Company 
Write No. 8 on Inquiry Card—Page 32 


POWER PROTECTORS 


The eight-page bulletin, GEA-6527, provides detailed 
information on the application, features, and opera- 
tion of the LB-1 power protector. Describes its use 
in heavy duty commercial building applications of 
480 volts AC and below. Contains photos, tables, 
charts, curves, guide form specifications, dimensions, 
and ratings. 

General Electric Company 


Write No. 9 on Inquiry Card—Page 32 


POWER TRANSMISSION 


A four-page bulletin describing a line of power 
transmission equipment. It contains a brief descrip- 
tion of the major features of speed reduction, screw 
conveyor, and adjustable speed drives. The complete 
range of sizes is listed for each piece of equipment. 


The American Pulley Company 
Write No. 10 on Inquiry Card—Page 32 


FLEXIBLE COUPLINGS 


Bulletin No. 205 describes standard and specially- 
engineered bonded rubber flexible couplings. The 
six-page catalog contains detailed specifications for 
three standard shear-type couplings, 1/50 to 100 hp 
at 1750 rpm. Formulas and additional data are pro- 
vided. 

Lord Manufacturing Company 


Write No. 11 on Inquiry Card—Page 32 
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Youngstown 
“Buckeye” 
conduit 


will help give 
lifetime wiring 
protection 

in his day 





Larger, more complex elec- 





trical wiring systems to 
“carry the load” for the 
advanced electronic-liviu 

of Ais day will call for far 
more quality “Buckeye” 
Conduit than Dad ever 
dreamed of in his time 


Youngstown, today, 18 
planning and researchin 
new steelmaking technique 
that will make certain 
involved electrical systen 
of Ais day are being wired 
... Youngstown “Buckeye” 


Conduit will protect them, 


YOUNGSTOWN 


SHEET ANDO TUBE COMPANY 
Youngstown, Ohio 





Manufacturers of Carbon, Alloy and Yoloy Steel 





If you buy prpeiatan molded: ii HH eo Satins 


TTI 
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PRESSURE ELEMENTS 


REP SeESEE 8aeec08 Technical bulletin 11P-1000 describes 
| Fa | Driver to pperaté AF ~ eRen a complete line of pressure elements, 
dg lcdusiytie-chashad? chin ++ Bae EMER TE including bellows, bourdon tube, and 
at pagename rt 2S Saesse liquid filled types. The eight-page 
eueee I [I] TTT} bulletin gives specifications on ele- 
ments suitable for pressure ranges 
between the limits of 30” HG. vac- 
uum and 5000 psig. It also lists 
ranges for the various types in dif- 
ferent applications. 


Fischer & Porter Co. 
Write No. 12 on Inquiry Card—Paze 32 











SILICON ALLOYS 


A leaflet on silicon alloys, listing 13 
grades of ferro-silicon. Three grades 
of Vancoram silicon metal are also 
described, primarily for additions to 
aluminum and_ nonferrous alloys, 
and for production of silicones. 














For years, Houghton has been recognized as a leading 
supplier of molded rubber ‘‘O” rings, ‘‘V’’ and ““U”’ cup 
packings. This same precision craftsmanship and knowl- Write No. 13 on Inquiry Card—Page 32 
edge of special compounds is also available to meet your 
custom molded parts needs. 
Strict adherence to your specifications, on-time TUBING 

delivery and reasonable costs are assured. And . . . if A three-color brochure containing 
your problem calls for design or engineering help, prices, tolerances, sizes, and appli- 
Houghton will gladly give you that! The next time you cation information on polytetraflu- 
need custom molded parts or any type of hydraulic oroethylene tubing. A _ gate-fole 
packings —in either rubber or leather —be sure to check chart lists electrical, mechanical, 
with Houghton. In the meantime, clip and mail the chemical, and thermal properties of 
coupon below for a copy of the bulletin describing the high temperature tubing. Cross- 
Houghton’ s rubber been fac ilities. reference charts are also provided. 
Cage) a Sad BST AG Te "Sgt Re ROR oy eI TON Minnesota Mining & 

SF Aa ae LT BIE aes Ne ge sis De a Manufacturing Co. 
E. F. Houghton & Co., 303 W. Lehigh Avenue, Philadelphia 33, Pa. a? Write No. 14 on Inquiry Card—Page 32 


Vanadium Corporation of America 


Gentlemen: 


Please send me a copy of your bulletin on Precision Molded Rubber parts. cy ZINC DIE CASTING 


— Tile v3 A new booklet about the end uses 

, of zine die castings. It contains 192 
photographs, two new sections, and 
many additional applications. 








The New Jersey Zinc Company 
Write No. 15 on Inquiry Card—Page 32 











VERTICAL CONVEYORS 


MOLDED RUBBER PARTS AND PACKING Bulletin #205 describes combing 
vertical conveyors. The four-page 
two-column bulletin shows how 
horizontal floor conveyors in a mul- 
tifloor building are typed together 
into an integrated system. 


. products of 


Ready to give you on-the-job service 


Lamson Corporation 
For More Information Write No. 183 on Inquiry Card—Page 32 Write No. 16 on Inquiry Card—Page 32 
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XPERIENCE 


in making yi ad i steel 


i 


ALAN WOOD STEEL COMPANY 


DISTRICT OFFICES AND REPRESENTATIVES: 


Philadelphia « New York + Los Angeles + Atlanta + Boston « Buffalo + Cincinnati + Cleveland , 
Detroit « Houston + Pittsburgh + Richmond « St. Paul « San Francisco + Seattle 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Limited 


: For More Information Write No. 184 on Inquiry Card—Page 32 
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NEW FROM CONTINENTAL 


Hi- 
STACKER 


utility can with 
reversible spout 


Saves time, space, filling 
and shipping costs 


The spout is inverted during shipment 
and storage. To pour, just reverse spout. 
Fast smooth dispensing. Ask for details. 


Looks like Continental's famous dome 
top utility can (at left). Completely 
redesigned to save you time and money. 


€ 


Eastern Div.: 100 E. 42nd St., New York 17 
Central Div.: 135 So. La Salle St., Chicago 3 
Pacific Div.: Russ Building, San Francisco 4 
Canadian Div.: 5595 Pare St., Montreal, Que. 


CONTINENTAL 
CAN COMPANY 


For More Information Write No, 185 
on Inquiry Card—Page 32 





Letters To 


The Editor 





EQUIPMENT LEASING 


We lease only equipment that 
is not available for sale. 
Charlotte, N. C. 


We find that suppliers are not 
offering lease plans in this area. 
Birmingham, Ala. 


In many cases, the Internal 
Revenue Bureau has proved that 
leasing is nothing more than in- 
stallment payments. Thus: you 
have to capitalize sooner or later. 
Those where title never 
passes also present a problem in 
state taxes. Autos or special 
equipment are logical items for 
leasing but how can you justify 
the leasing of automatic sprink- 
lers whose life is that of the 
building in which they are in- 
stalled? 


cases 


Akron, Ohio 


Leasing equipment reduces our 
administrative time and cost. 


Little Rock, Ark. 


We prefer leasing because it 
gives us a fixed cost. 


Cleveland, Ohio 


We have found that leasing is 
often the only way to obtain the 
use of patented processes. 


Newark, N. J. 


We have gone over this leas- 
ing question [of automobiles] 
several times and our figures 
show that it is more economical 
for us to buy. 


Chicago, IIL 


We are a public utility. Our de- 
preciation setup makes us feel 
that purchase and company 
owned garages is to our greatest 
advantage. 


Norfolk. Va. 


The service from leasing com- 
panies is improving a great deal. 
Pocatello, Idaho 


We lease four trucks which we 
feel is more economical than own- 
ing and running a garage. 


Los Angeles, Calif. 


We lease in special cases only, 
and for short periods of time. 
Chicago, III. 


. to eliminate idle material 
handling equipment during slack 
business periods. 


Biloxi, Miss. 


Our fleets are not large enough 
to warrant our own repair shops 
and therefore we are almost 
forced to lease. 


Boston, Mass. 


Leasing is the answer for us so 
that we can keep capital for op- 
erating the business. 

Pittsburgh, Penna. 


The convenience of having a 
reasonably new piece of equip- 
ment operating justifies our leas- 
ing arrangements. 

Canton, Ohio 


The big advantage to leased 
equipment is that we can write it 
off as an expense item in the cur- 
rent year. 


Seattle, Wash. 


Editor's Note: On page 15 of the 
February 16 issue of PurRCHASING 
Magazine the results of a survey 
on leased equipment was reported. 
Because of the tremendous re- 
sponse and interest in this subject 
it was felt that many readers 
would like to read some of the 
comments made to the editor. The 
questionnaire requesting this data 
guarantees anonymity; so, for this 


reason, all names have been with- 
held. 





Non-stop shipping 


Everv dav —24 hours a dav—more than 20.000 shipments travel over this 


quarter-of-a-mile “moving sidewalk.” Operating right on the loading plat- 
form, this electrically-powered conveyor speeds transfers between trucks 
and trains... is ty pic al of Railway Express new and advanced techniques 
in rapidly processing shipments to final destination. And this is only part 
of the multimillion-dollar modernization program designed to give you 
faster, more complete service 

Your shipment moves swiftly to almost anywhere in the world—with 
unified one-carrier responsibility all the way. You get door-to-door delivery 
at no extra charge within REA delivery limits in the U.S. Check the spe- 
cial low rates on many commodities. Next time you want safe, swift, sure 


shipping —call Railway Express! 


shipping goes MODERN 
with ‘X 


niLW4 
OE xPRE ss 
4G ENC 


S 


RAIL:‘AIR:+ SEA 
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“Conover-Mast Purchasing Directory is used more than any other 
in our office.”—K. A. Waldron, Purchasing Agent, Hyster Com- 


pany, Peoria, Il. 


finding WHO MAKES IT" ;; 


practically a 3O=second operation 


when you use 


Conover-Mast Purchasing Directory 


You get compactness along with ease of handling 
and quick-finding when you use Conover-Mast 
PURCHASING DIRECTORY. 

CMPD is a one-volume specialized industrial buy- 
ng tool for specialists in industrial procurement. 
With this modern ,1,575-page, high-speed buying 
directory near at hand, you'll be amazed how fast 
you get through your work. Because of its compact 
size, you can keep it right on your desk. 

Remember too, there are no non-industrial product 


listings to slow you up in getting what you want. 


18 


If you do not have a copy of Conover-Mast Pur- 
CHASING DIRECTORY, write to: 


Conover-Mast 
PURCHASING DIRECTORY 


205 EAST 42nd ST., NEW YORK 17, N.Y. 


BRANCH 


HICAGO CLEVELANI 


PURCHASING 





Enter now...SCOTCH BRAND TAPES Ses 











— 


Ss : 
FIVE PRIZES 


Westinghouse 
Dream Kitchens 


ent 
nate Westinghouse equipm 


er 
or alt pe pene value 


MANUFACTURING PERSONNEL... 


Vowrvenen mcwwoes: == Easy to enter...easy to win! 


aundromat : 

Costes Dryer a ant 
Appliance Center Porta . - 
Grill-N-Wattler Coffee Ma 


Refrigerator 

Home Freezer 
Electric Range 
Portable Dishwasher 


Contest open to all personnel of manufacturing plants within 
the continental limits of the U.S.A., except employees of Min- 
nesota Mining & Mfg. Co., their subsidiaries, their advertising 
agencies and their families. Entries must describe a new non- 
30 OTHER PRIZES electrical usage for “SCOTCH” BRAND Industrial Tapes and 
PLUS APPLIANCES or dispensing equipment which is initiated in the entrant's 

L WESTINGHOUSE ; plant during the TAPE-O-RAMA contest period, February 1, 
WONDERFU a 1959 to June 30, 1959. Winners will be determined on the 


prizes: Choice of refrigerators, | basis of benefits derived by entrant’s plant, and the industry 
20 pone or Laundromats of which that plant is a part. 
r 


ff : 
25 3rd PRIZES: Choice © HURRY — Get vour official entry blank and details from your 
emma aesietl 1on sets [ 3 “SCOTCH” BRAND Tape Distributor or 3M Representat 
25 4th PRIZES: Portable televis'© - Use coupon below to request his call, or contact him dir: 
1 adios 
E'5: Transistor t 
30 Sth PRIZ jankets 
¢ electric blan é 
ES: Choice io) 
30 6th PRIZ 


or portable mixers 


f 
yortable dishwashers ° 


Dept. GJP, 900 Bush Avenue, 
TAPE-O-RAMA CONTEST 2°? GP. 900 Bushy 


| first prize awards. Name 


s on al 
p to $300 installation charge 
*3M will pay 4 


Job 


Company 


WHERE RESEARCH IS THE KEY TO TOMORROW 


ne | 


[ 
| 
| 
| 
| 
| 
| 
| 
MMiamesora Minne auo MiAevracrunine COMPANY rou Company Address 
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News! The best features of modern bearing design combine 
FA | 


SELF-ALIGNING ROLLER BEARINGS BY LINK-BELT 





BIG, HIGHEST-CAPACITY ROLLERS. Each bearing has a 
maximum number of rollers—as large as possible, yet 
all components are in optimum balance. Precision 
ground to extreme accuracy, these convex rollers offes 
maximum economy for all applications 


B 1G, mirror-smooth convex rollers plus heavy, 

broad-shouldered inner race plus centrifu- 
gally-cast bronze, precision-machined retainer! 
Only trom Link-Belt do you get ALL that is 
best in bearing design. 


Individually, these elements represent major 
Improvements On accepted design concepts 
Collectively, they constitute the most efficient 
spherical roller bearings available promise 
unequalled economies, whatever the applica- 
tion. Men who know bearings will readily ree 


HIGH, HEAVY INNER RACE FLANGES. Hefty inner race 
has sturdy shoulders which offer convenient hold for 
assembly and removal of bearing. They end problems 
of cutting away shaft or applying pressure at outer 
race . avoid anv need to skimp on shaft shoulders. 


ognize new contributions to capacity, endur- 
ance and ease of maintenance. 

For the good of your equipment, take time 
for a feature-by-feature comparison with any 
bearings you're now using. Your Link-Belt of- 
fice or authorized stock-carrying distributor 
will gladly explain the many performance ad- 
vantages evolved with this new design. And 
either can furnish full data on industrv’s most 
complete line of ball and roller bearings 
pillow blocks and flanged, flanged cartridge, 
cartridge and take-up blocks. 


‘BELT 


MANUFACTURER OF SELF-ALIGNING BALL AND ROLLER BEARINGS 


LINK-BELT COMPANY: Feecutive Offices, P 
Othices, Stock Carrying Factory Branch 
Canada, Scarboro (loronto 14); Brazi Sao 


} 


leatial Plaza, Chicago 1. To Serve Industry There Are Link-Belt Plants, Sales 
Stores and Distributors in All Principal Cities. Export Offic 7 
Paulo; Australia, Marrickville (Sydney), N.S.W 
Representatives Throughout the World 


New York . 
; South Africa, Springs 
a) 


PURCHASING 





and refined in 


PREC!ISION-MACHINED, CENTRIFUGALLY-CAST BRONZE RETAINERS 
offer many times more support and ability t thstand high stress 
e not stampings—they space rol | nder t 
loads. Independent ca 
mum bearing eff 


extr 
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’ si deel 
RAHA 


Lincoln 


NEWS ABOUT 


bo 


ARC WELDING AT WORK CUTTING COSTS 


AEROGLIDE TRIMS WELDING COSTS 1/3 
..- IMPROVES PRODUCT QUALITY 


many other manufacturers, 
lide Corporation of Raleigh, 
Carolina, found themselves 


price-cost squeeze last 


\eroglide 1 one of the largest 
manufacturers of produce handling 
equipment and grain driers. All the 
equipment they build is welded and 
much of the welding is on sheet 
metal. Their biggest cost) problem 
involved the sheet metal welds. 
Burn-through and spatter were eat- 


ing up shop time and profits 


Jim Kelly. Aeroglide’s youthful 
president, commented, “The Lin- 
coln people have done us a great 
service. Big industries can go to 
their suppliers and demand the 
products they need. Companies like 
ours depend on our suppliers to show 
us how to get the most out of what's 
available. Lincoln has helped us build 
a better product ...and made a 
stronger Lincoln customer. 


John P.Wyatt,Jr., Aeroglide’s shop 
superintendent and James F. Kelly, 
President, decided to seek outside 
help. They invited Kirk Sterling, ; 
welding engineer with Lincoln's 
Charlotte, N.C. office to help them 
make a survey of Aeroglide’s weld 
Ing Operations. 

Working closely with Mr. Wyatt. 
Sterling made a careful analysis of 
their welding jobs. The burn-through 
and cleaning problems were solved 
with a switch to Fleetweld 37 elec 
trodes which are specially designed 
for sheet metal welds. Greater pro- 
duction efficiency on heavier struc- 
tural members was achieved with 
iron-powder Jetweld electrodes 

Mr. Sterling also conducted 
tive-dav welding clinic which wa 
voluntarily attended by Aeroglide 
weldors and shop supervisors. Higher 
shop efficiency resulted from a better 


understanding of welding procedure 


The LINCOLN ELECTRIC CO. 
Dept. 1400, Cleveland 17, Chio 
The Worlds Largest Manufacturer 

r costs. of Arc Welding Equipment 


sult of the clini 


total effe 1 33°, cut in 
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Hydraulic Cylinder Manufacturer Specifies 


Loading a minimum quantity of Ostuco tubing at the Shelby mill 


@@ When you make hydraulic cylinders in I1 bore 
sizes... dozens of different pressure ratings...a 
variety of wall thicknesses and analyses — you've 


got a man-size tubing inventory problem. 


“*That’s why we switched to Ostuco tubing made to 
our exact specifications. We like its availability in 
truly small minimum quantities. And with its con- 


sistently close tolerances, shipment after shipment, 


A 


in this instance only 150 feet. 


Ostuco tubing has cut our machining time over 
SO percent... 


This is an actual case history of a manufacturer 
with a severe inventory problem. He required spe- 
cial tubing grades in minimum quantities. If you’re 
faced with a similar situation, it’s time you con- 
tacted your Ohio Seamless representative, listed in 
the Yellow Pages, or the mill at Shelby, Ohio 

Birthplace of the Seamless Steel Tube Industry in 


America. AA-#843 


OHIO SEAMLESS TUBE DIVISION 


of Copperweld Steel Company + SHELBY, OHIO 


Seamless and Electric Resistance Welded Stee/ Tubing « Fabricating and Forging 


Marcu 2, 1959 
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Rubber maintenance goods made of Du Pont neoprene or 
HYPALON often outlast ordinary rubber products — assure longer 
service per dollar, savings in downtime, and reduced replacement 
costs. For example: 

Neoprene pipe lining in a refinery cooling water return line 

has handled brackish water with traces of oil for 2 years. 

Other materials failed within a year. 


How Du Pont HyYPALoN hose has carried hypochlorite since May, 1954; 


ordinary hose deteriorated in a few months. 
Neoprene V-belts withstand high-speed flexing, resist heat 
d and oil; have outlasted other belts 3 to 1. 
neoprene an HYPALON diaphragm has handled concentrated sulfuric acid 
since November, 1954, giving trouble-free service. Other 
materials oxidized and embrittled every few months. 


HYPALON® cut Wherever you use maintenance products of neoprene or 
HYPALON you can rely on extra durability and resistance to a wide 


range of deteriorating factors. Neoprene is a versatile synthetic rub- 
* ber... has a balanced combination of properties. HYPALON is a spe- 
maintenance costs cial-purpose synthetic rubber, ozone-proof, and impervious to most 
oxidizing chemicals. Their important properties are compared below. 
Your local rubber goods distributor handles neoprene and 
HYPALON maintenance products. He can recommend the right prod- 
uct to meet your needs. Take advantage of his knowledge and service 
by calling him soon. For additional information write for Du Pont 
ELASTOMERS IN INDusTRY, E. I. du Pont de Nemours & Co. (Inc.), 
Elastomer Chemicals Dept. P-3, Wilmington 98, Delaware. 


HOW NEOPRENE AND HYPALON COMPARE IN IMPORTANT PROPERTIES 





PROPERTIES 


ESISTANCE TO 0 VEATHER : ; 
RATING ee RESISTANCE 1 HEAT lL — COMPRESSION | FLEX FATIGUE | ABRASION FLAME 


OXIDIZING c 1S] TEMPERATURE ccretamre | A N | pe cL ecereramce | ELECTRICAL 
CHEMICALS | RESISTANCE | RESISTANCE | proc opmance SET RESISTANCE | prcicr anne | RE E | RESISTANCE RESISTANCE 











Excellent 





EEE 


Good 





Fair 














































































































GE Neoprene HYPALON 


Acid hose gives longer serv 
ice when lined with HYPALON 
It will not crack, swell or 
soften 


Neoprene safety clothing 
allows freedom of move- 
ment while giving lasting 
protection against chemi 
cals, acids, hot oils. 


NEOPRENE 
HYPALON® 


SYNTHETIC RUBBER cone 
REG. vu. 5. pat. OFF ADIPRENE® 


Better Things for Better Living . . . through Chemistry 
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A steaming bathroom puts your label and package 
adhesives to a tough test. Unless they have been speci- 
fication-formulated to include moisture-resistance, the 
bottle label can wrinkle and fal! off —the paper pack- 
age can come apart. 


Moisture-resistance —through ARABOL Specification 
Adhesives — has been carried from the bathroom to the 
point where cases of food and drugs are floated ashore 
from supply boats. 


The adhesives for your product, package, label or 
shipping case may require special qualities pertaining 
to moisture, dryness, heat, cold, alkalinity, toxicity, 
odor, flavor, flexibility, rigidity...or the conditions 
under which your adhesives are applied...and how 
your product is used, transported, stored or re-used. 


Adhesives made to meet each of your particular 
requirements cost little more (and sometimes less) 


74 YEARS OF PIONEERING IN 


MOISTURE -RESISTANT ADHESIVES 


than run-of-mill adhesives. The advantages and sav 
ings are appreciable. 

We invite the opportunity to submit formulated sam- 
ples—for tests to be made in your own plant — under 
your particular working conditions. That is the one 
kind of testing that assures you of satisfactory results 
Our fourteen plants and warehouses — plus four labo 
ratories—are your assurance of service and delivery 
It is our privilege to serve both large and small users 
May we send you a booklet suggesting 23 basic speci- 
fications you should consider before you next buy 
adhesives? 


THE AR ABOL MFG. co. 

@ nationwide organization serving major users of industrial adhesives 
EXECUTIVE OFFICES: 110 East 42nd Street, New York 17, N.Y. 
CHICAGO ¢ SAN FRANCISCO « LOS ANGELES « ST. LOUIS * ATLANTA 
PHILADELPHIA ¢ BOSTON e¢ PORTLAND, Ore © ITASCA and 
McALLEN, Tex. © CINCINNATI « DENVER « TAMPA * LONDON, Eng 


THE MAKING OF ADHESIVES 
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For lowest cost 
per unit processed 
they’re both 


aderon 


Write for complete catalog of wire 
brushes, with detailed selection and 


operation data. 


ANDERSON CORPORATION 


1046 Southbridge Street 
Worcester, Mass. 
For More Information Write No. 193 
on Inquiry Card—Page 32 
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Purchasing People 





Laurence H. Finley, purchasing 
agent at the Los Angeles plant of 
The B. F. Goodrich Company 
since 1953, has been named oper- 
ating manager of the company’s 


Laurence H. Finley 


division in Akron, 
Ohio. He replaces A. D. Me- 
Pherson, who has retired. Mr. 
Finley joined B. F. Goodrich in 
1943, in the physical testing lab- 
oratory. After completing a pur- 
chasing training program in 1948, 
he was named purchasing agent 
of the company’s plant in Tusca- 
loosa, Ala. He transferred to the 
Los Angeles plant as purchasing 
agent in 1953. Mr. Finley is a 
member of the National Associa- 
tion of Purchasing Agents. . 


purchasing 


The appointment of Warren J. 
Gelman as assistant director of 
purchasing of Reading Metals Re- 
fining Corporation, Reading, Pa., 
has been announced. Mr. Gelman 
was previously associated with 
Reading Tube Corporation, parent 
company of Reading Metals Re- 
fining Corporation and with York 
Litho Company of New York. 


Consolidation of all packaging 
activities into a new package de- 
velopmer.t and design department 
has been announced by Armour 
and Company. The new depart- 
ment will be under the super- 
vision of C. V. Short, purchasing 
division general manager. 

C. D. Schoby has been appoint- 


ed manager of the package de- 
velopment and design department. 
Carl Wolfe has been named assist- 
ant manager. Mr. Schoby, who 
joined Armour in 1947, was 
formerly manager of the label 
design department. Mr. Wolfe, 
with Armour since 1943, trans- 
ferred from the food research 
division. W. E. Winans, for many 
years associated with Armour 
package engineering, has been 
named staff assistant in the pur- 
chasing division to devote full 
time to special packaging assign- 
ments. 

The new department takes over 
the activities formerly carried on 
by the package engineering de- 
partment, label design depart- 
ment, and the package section of 
the food research division. 


Clark Hilton has been named 
purchasing agent for Forest Lawn 
Memorial-Park, Glendale, Calif. 
Mr. Hilton had been assistant to 
the merchandise manager at For- 
est Lawn for six years. 


Frederick J. Thomas has been 
appointed purchasing agent at the 
Laminated Shim Company of 
Glenbrook, Conn. Mr. Thomas 


Frederick J. Thomas 


comes to the company after six- 
teen years with the purchasing 
department of the Electrolux 
Corporation in Old Greenwich, 
Conn. 
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A good stee/ supplier 


will know as much about your requirements... 


as you know about 
your customer's 
) \ requirements 





The Granite City Steel salesman assigned to your 
account spends much of his time studying your busi- 
ness, finding out what you make and how you make it. 
This knowledge enables him to give you more helpful, 
personalized assistance 


Is that the kind of steel service you're getting now? If 
not, remember that Granite City Steel is more than a 
dependable source of quality, flat-rolled carbon steel 
products. Our aim is to serve you. . . not just sell you. 


GRANITE CITY STEEL 


STEELMAKERS TO MIDOLE AMERICA 


ingots, Slabs and Plates « Hot and Cold Rolled Sheets « Porcelain Enameling Sheets « Electrical 
Sheets « Electrolytic Tin Plate « strongbarn” and Industrial High-Tensile Galvanized Corrugated 
Steel Roofing and Siding « Galvanized Culvert Sheets « Galvanized Fiat Sheets 


WOME OFFICE: Granite City, Illinois « SALES OFFICES: Dallas * Memphis « Kansas City « St. Louis 
Minneapolis *« Houston « Moline « Tulsa 


For More Information Write No. 194 on Inquiry Card—Page 32 








SPS RELIABILITY 


A dynamic standard of predictable performance 


UNBRAKO pHd* socket cap screws 


cost no more, yet add a lot to 


overall product reliability 





CONVENTIONAL 
UNBRAKO SOCKET 


pHd CAP SCREW COMPARISON OF UNBRAKO pHd AND CONVENTIONAL DESIGN 


on a 4 


Each size can now be utilized with equal reliability. The bearsing stress is 
consistent from size to size in the new UNBRAKO pHd socket cap screws. 





HEAD BEARING LOAD TO % TIGHTENING 
SCREW DIAMETER AREA INDENT IN INCREASE TORQUE 
SIZE (in.) (sq. in.) CAST IRON (Ib.) USABLE | (Ib.-in.)t 
scomgenyseesenweate STRENGTH - 
Old | pHd Oid | pHd Old pHd Old pHd 
| 375  .041 | .041 3,280 3,280 _ 180 
.438 | 468 .047 | .072 3,760 | 5,760 54 360 
562 | .562 .102 | .102 8,150 | 8,150 oe 660 
625 | 656 .116| .148 9,270 | 11,800 27 1,040 
750 | .750 .188 | .188 | 15,000 | 15,000 —_ 1,590 
875 | .937. .203 | .305 16,200 | 24,400 51 3,190 
.223 | .432 17,800 | 34,600 94 t 5,600 
254 | .594 20,300 | 47,500 134 8,900 
785 29,100 | 62,800 116 10,550 | 13,600 











*Proper Head Design—a factor in higher product reliability. {Normal recommended seating * ves for unplated screws, fine threads. 


For you, pHd means sounder fastening, with resultant preload that keeps screws tight and prevents fatigue 
increases in product reliability at no increase in price. ‘ failures is distributed over more of the bolted material. 
With pHd UNBRAKO socket cap screws you get stronger, Indentation under high working load is eliminated. And 
more reliable joints; space and weight saving through use pHd UNBRAKO screws have been designed for high 
of smaller or fewer fasteners; greater fatigue resistance tightening. In many cases the socket has been enlarged 
through application of consistently higher preloads; for better key engagement. Combined with this feature 
fewer fasteners working loose under vibration or shock; is the fact that all the tightening force is used to preload 
and elimination of washers under cap screw heads in the screw, in contrast with the conventional cap screw— 
many applications. where indentation saps some or all of the tightening force. 


The principal reasons for the superior performance of See your authorized SPS industrial distributor for com- 
broad-bearing pHd UNBRAKO socket cap screws are plete details. Or write SPS—manufacturer of precision 
up to 233% more load-carrying capacity than with a threaded industrial fasteners and allied products in many 
conventional cap screw and the ability to be tightened metals, including titanium. Unbrako Socket Screw Divi- 
tighter. Because of increased bearing area, the vital sion, STANDARD PRESSED STEEL CO., Jenkintown 31, Pa. 


Jenkintown - Pennsylvania 


Standard Pressed Steel Co. * The Cleveland C rew Co. ® 
Cc mbia Steel Equipment C ® National Machir roducts Co. 
' > Canado itd. ® 
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SILNIC BRONZE 
gives these nails 
high yield strength and 
stiffness for maximum 
driveability 


New Chase Alloy has 
unique combination 
of properties. Ask 
for the factstoday! 


Fabricating these STUDS 
requires high ductility 


“fi. 


Yr 


There’s one*wire 
2 Dad 
comepeynreny oon that’s right for 
what you make... 
> 


easier on shapes like this. 


..- AND THE CHASE WIRE SERVICE MAN WILL HELP YOU FIND IT! 


For every product made from wire, there’s one wire that’s right. It 
matches your needs in mechanical and physical specifications—matches 
too, in the way it behaves on the production machines you use. Chances 
are Chase makes that wire, but if not, we'll product-engineer it for you 
with the help of the Chase Wire Service Man. 

Before you order wire again, get in touch with us. Tell us just what 
you do with wire—describe problems you may be having. Send us sam- 
ples or drawings of your product. After studying your specific produc- 
tion requirements, the Chase Wire Service Man can help you to greater 
efficiency and economy in production, and better product performance. 


You can take advantage of this unique Chase service through your BRASS & COPPER CO. 


: : ih = “i WATERBURY 20, CONN. 
nearest Chase Warehouse or District Office. Or contact the Chase Wire pera 


Service Man by writing Chase at Waterbury 20, Connecticut. Kennecott Copper Corporation 


THE NATION'S HEADQUARTERS FOR ALUMINUM + BRASS + BRONZE + COPPER + STAINLESS STEEL 
Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolis Newark New Orleans New York (Maspeth, L.!.) Philadelphia Pittsburgh Providence Rochester St. Louis Sanfrancisco Seattle Waterbury 
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_ SEE YOUR 
CAPEWELL DISTRIBUTOR 


for 

hand hack saws 
power hack saws 
hole saws 

band saws 
hammers 

ground flat stock 
and for quick 
dependable service 
on all your 
industrial needs 


THE CAPEWELL MFG. CO. 
PE 2620) 1m eee), 1B 
For More Information N 


' o 
on Inquiry Card—Page 32 
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FO E3-“tilosofy of buying” 





- 
LT HE MANAGEMENT - and 
staff of The New York Times 
look on their paper as “A News- 
paper With a Mission.” It’s mis- 
sion is not only “To Record His- 
tory, But Also To Enlighten Man- 
kind.” Carrying out the first part 
of its mission, the Times carefully 
reported recently that if The New 
York State gasoline tax were 
raised by 1 cent, revenue from the 
tax would be increased by $25 
million. Just as carefully, it went 
on in another paragraph to ex- 
plain that if the tax were raised 
by 2 cents, the increase in rev- 
enue would be $50 million. 
Fortunately the new state ad- 
ministration hadn't 
raising the tax more than a cent 
or two. Otherwise we'd still be 
going through column after col- 
umn of the Times learning that a 
65-cent increase in the gasoline 


considered 


tax would boost revenues by... . 


[rs ROUGH on an audience 
when the star of a show doesn’t 
turn up for the evening’s perfor- 
mance. It’s even tougher on the 
star when he gets to the theatre 
on time, but finds all the doors 
locked and himself out in the 
cold. Something like that hap- 
pened in our February 2 issue, 
which carried a story featuring 
Frank Kaufmann and his pur- 
chasing department at Mead- 
Atlanta Paper Company (‘“Pur- 


Wait a4 minute! What about the 
law of elasticity of demand? This 
says demand increases or de- 
creases in relatively large volume 
as prices increase or decrease. 
You've got to consider the co- 
efficient of elasticity which is the 
arithmetical relationship between 
the percentage change in the 
quantity of a commodity or ser- 
vice bought and the percentage 
change in the price. In the case 
of supply, it is the relationship be- 
tween the percentage change in 
the quantity offered and the per- 
centage change in the price. If 
the coefficient of elasticity is more 
than unity, the demand (or sup- 
ply) is said to be elastic; if less 
than unity, it is said to be in- 
elastic; if just unity, it is said to 
be unitary; if zero, it is said to be 
perfectly elastic, the coefficient of 
elasticity then being infinity. 

Let’s be a little less superficial. 


chasing is More Than Just Buy- 
ing.”) The story, as originally 
laid out, included a couple of 
photographs of Frank. Schedule 
changes forced us to rearrange 
the article and in the process 
Frank’s photos were dropped. He 
was, in effect, “locked out of the 
theatre.” To make amends and 
let you know what Frank looks 
like, we present herewith one of 
the pictures that should have ap- 
peared in the original article. 
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Tus ONE really has us baffled. 

Leonard Sloane is now in his 
second year on our editorial staff. 
We know and like him (tall, ge- 
nial, gregarious, moderate smok- 
er). We know and like his work 
(Pulse of Business, methods ar- 
ticles, etc.) Presumably this is his 
only job. 

One of Len’s more interes 
bylined articles was “Dishonesty 
in the Purchasing Department” 
(Sept. 1, 1958 issue). Three 
months later comes this request 
on the letterhead of Kaplan Dis- 
tributing, Inc., Bronx, N.Y:: 

Gentlemen: 

I have been informed by my 
national association, Motor Equip- 
ment & Wholesaler’s Association 
that an article of mine has ap- 
peared in your magazine, entitled, 
‘Dishonesty in Purchasing.’ 

It would please me greatly to 
have a copy of this article. Thank 
you. 

Yours very truly, 
Leonard Sloane 
President 

Maybe that’s why he’s bee: 
coming to work with a red carna- 
tion in his lapel lately! 


O UR LONG-RANGE Program 
for Educating Young Buyers to 
the Ways and Wiles of Salesmen 
resumes now with a short lesson 
on how to know when a peddler 
is about to “close.” This is a bit 
of a dirty trick on Super-Sales- 
man Elmer Wheeler, who warns 
readers of his book “How to Sell 
When Selling Is Tough” against 
tipping off the prospect with de- 
finite signals. But war is war, 
so here are some of the more im- 
portant closing signals listed by 
Elmer: 
Stopping to take a long breath; 
Pausing to wipe off the brow; 
Suddenly producing a contract 
blank; 
Reaching for a fountain pen; 
Coughing nervously 
Raising the voice to dramatic 
pitch; 
Closing up the manual obvious- 
ly; 
Putting the “pictures” away; 
Lighting a cigarette nervously. 
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WIRE CLOTH PARTS 


Wire cloth parts fabricated to your order 
are a Newark specialty. One division of our 
company is fully equipped and staffed 
to manufacture any part you 
need with a wire cloth insert. 


We also offer an engineering service to assist 
you in design or redesign of your parts. 
Ours is a “one-stop” service .. . we deliver 
complete parts guaranteed to meet your 
specifications. Send for our Fabricated Parts Catalog. 


ewark 
ire Gloth 


COMPANY 


351 Verona Avenue, Newark 4, New Jersey 
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Electric Fusion Welded Pipe is made in sizes from 14” OD 
te 96" OD with wall thicknesses to 1.531”, and in a 
variety of materials (including stainless and alloy steels). 
This pipe offers many opportunities for substantial econo- 
mies, perticulerly in high pressure-temperature services 
and alse in pipeline river crossings and other 
applications involving special design 

requirements. Pipe pictured 

is 16” OD x 1” wall 

thickness and is 

stainless steel. 


Precision Press Forgings (as weli 

es Hammer Forgings and Extru- 

sions) are made in quantity on a 

production basis as missile, rocket and 

engine components, heavy machinery 

parts, etc. This 64%” OD x 114” wall thick- 

ness press-forged stainless steel part is a Heat 
Sink for a long range missile. 


This 42” OD x 16” long Stainless Steel 
Jet Engine Turbine Case is representa- 
tive of products formed by Taylor Forge 
ring rolling methods. Seamless rings 
are made in sizes to 120° OD with 
practically any required section. 


Forged Headers with contoured ovtlets, made 
with any required outlet arrangement, are widely 
used for valve settings, gas compressor station 
manifolds, scraper traps, refinery charge heater 
headers, and many other applications in gas, 
oll and process piping. They are also made in 
heavy wall thicknesses for high pressure- 
temperature central power 

station service. 





SERVING INDUSTRY 


with many 


essential products 


/ 


Oar Kebantedet- nea 
Dependable 


Perhaps you think of Taylor Forge only as a maker of highest 


quality Welding Fittings and Forged Flanges—and certainly they 








are most important lines with us. But Taylor Forge is also an 
outstanding producer of many other less widely known though 
equally essential products. 

The few examples pictured here are representative of the many 
diverse parts made by Taylor Forge to serve American Industry. 
One thing they have in common is the dependability, the 
integrity, that has always been associated with the name 
TAYLOR FORGE. 


Taylor Forge & Pipe Works 


General Offices and Works: P. O. Box 485, Chicago 90, lilinois 
Plants at: Carnegie, Pa., Gary, Ind., Houston, Texas, Fontana, Calif., Hamilton, Ont., Canada 
District Sales Offices: New York, Boston, Philadelphia, Pittsburgh, Atlanta, Chicago, 
Houston, Tulsa, Los Angeles, San Francisco, Seattle, Toronto, Calgary, Montreal. 
~ 


% 
' 


Taylor Forge was America's 
first and is still the foremost? 
manufacturer of Welding 
Necks, Nozzles, Large Diam- 
eter Flanges and similar 
boiler, heat exchanger and 
other pressure vessel com- 
ponents. Such parts are made 
in any size and material for 
any service condition. 


Spiral-Weld Pipe, our original product, 
(first made as spiral riveted pipe nearly 
60 years ago), remains to this day a 
major item and its use continues to 
expand. its money saving features ore 
widely recognized in services such as 
ges gathering lines; gas, oi! and water 
well casing; irrigation pipe; water 
piping in sand, gravel and min- 

ing operations; and in fact, 

wherever the use of light 

weight pipe is indi- 

cated. It is also 

widely used as 

pipe piling. 





CARBON AND ALLOY STEEL INVENTORIES... 


* mth = 
can hefp pay one 
Jor themselves! \ yar 
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They can and will—if you let Frasse stocks be your inventory! 
Your cost for steel ready for use will be less. You’ll save the cost COMPLETE 
of labor, handling, processing and obsolescence...free plant space 
and idle capital for profitable use. You incur no expense until mate- CARBON AND 


rial is needed...then only the cost of steel—not the purchase price 
PLUS the high cost of possession. ALLOY STEEL 


With Frasse stocks as your inventory, you can pick from 20 SERVICE 
different grades—any one of 2001 sizes. For, Frasse carries a com- Frasse Carbon and Alloy 
plete range of carbon bars and shafting as well as commercial and Stocks Include: 
aircraft quality alloys. There’s always a size and grade for any C1018 C1137 £9310 


application...immediately available. C1045 seas oe 
PI s B1112 C1213 4140 


os . ‘ ‘ B1113 Ledloy 4142 
Weigh the advantages of this modern solution to steel inventory B1113X 4615 F4340 


problems. You get broad selection, fast deliveries—and the help of C1117 8620 E8740 
specialists that offer a wealth of technical information and problem- 4140 H.T. * 4142 HLT. 
solving techniques. Place future orders for the carbon and alloy Precision Shafting * Special Finish 
bars you need with Frasse— your Steel Service Center. You’ll find Turned & Polished Shafting + Drill Rod 
it convenient...and far more economical than maintaining your 4130 Aircraft Quality Sheets 
own inventory. 





| AMERICAN STEEL 
e¢ 











\||| & Co., Ine. 


iepeal YOUR STEEL 
a SERVICE CENTER 








New York 13, N.Y. Philadelphia 29, Pa. Buffalo 7, N.Y. Syracuse 1, N.Y. Hartford 1, Conn. 
17 Grand St. 3911 Wissahickon Ave. P.O. Box K, Sta. B P.O. Box 1267 P.O. Box 1949 
WaAlker 5-2200 BAldwin 9-9900 BEdford 4700 HOward 3-8655 JAckson 9-6861 
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Highlights of This Issue 





“A Critical Look at Standardization 


Enthusiasm for an idea can sometimes blind us 
to possible dangers in it. Most people are in favor 
of peace, for example. But a lot of them fail to 
realize that slavery is often the price you have 
to pay for it. A thoughtful, frank purchasing ex- 


ecutive has analyzed one of his profession’s most CUT 
revered concepts—standardization—and found 


much to worry him. Improperly used, he says, RIVET 


standardization could throw the purchasing agent 


back into clerkdom by taking away his greatest ASSEMBLY 


source of strength, the ability to negotiate. Be- 


yond that, his argument goes, it could have a cosTs 
dangerously stultifying effect on our whole so- _. . 
ciety. Here’s a controversial, hard-hitting but 
honest analysis you can’t afford to miss. 

See page 69. 


“ Your Purchase Order and the Law 


You sign thousands of them every year but do 
you really know what you've committed your- 
self and your company to when you issue a pur- 
chase order? Whether the order carries only a 
few terms or dozens of paragraphs of fine print, 
it’s a legal instrument. If you don’t understand 
your own purchase order or fully appreciate all 
its legal implications you may be in for trouble. (ik 
In this issue we begin an important new series on with Milford's 

legal aspects of the purchase order by Lyle Tread- 
way, sera ana and lawyer. Two more Complete Line of 


articles will appear in succeeding issues. 
See page 73 AUTOMATIC 
RIVETERS 


it Aa AG 


“You Should Buy Capital Equipment 


There’s a purchase order issued for every piece 
of capital equipment a company buys. Is your 
signature on those orders nothing but a “rubber 
stamp?” There’s no reason why it should be. An 
alert P.A. can render a complete service in equip- 
ment buying—working with engineers right from 
the planning stage all the way through to deliv- 
ery. A purchasing agent who has played an ac- 
tive role in equipment purchasing for a number 
of years tells in practical step-by-step terms how 
it’s done. 

See page 78 


Can be adapted to solve nearly every 
fastening and assembly problem. For 


Coming in Future Issues the answers to assembly problems... 
get in touch with Milford first! 





How Kaiser Aluminum Buys—Purchasing at 

Swift and Company—More on Materials 

Management—Another in a series of articles MILFORD RivEerT 
F ppee - ; & MACHINE CO. 

by Stuart Heinritz—How Dow’s Texas Di- 

vision Buys MILFORD, CONNECTICUT + HATBORO, PENNA 

ELYRIA, OHIO * AURORA, ILL. « NORWALK, CALIF 


For More Information Write No. 201 
on Inquiry Card—Page 32 
Marcu 2, 1959 65 























FIRESTONE 
YOUR TOASTERS “POP” WITH 
fashionized ALUMINUM PARTS 


Call on Firestone’s fabricating and_ finishing 
abilities in mass-produced parts and trim for 
home appliances. 











Call on the brightest brightwork in the business to bring new 
sales appeal to your appliances. Whatever your product— wall 
oven, washer or waffle iron— Firestone can fabricate the finish- 


ing touch it needs to be noticed*and to stand out in stores. 


For More Information Write No. 


MAKES 


Call on Fashionized Aluminum, and on Firestone’s more than 
50 years of metal-forming experience. Call, too, on the pro- 
duction capacities and competitive prices that only an auto- 
mated anodizing line can give you. Your inquiries and 
inspections are cordially invited. Write, phone or wire today. 


FIRESTONE FASHIONIZED ALUMINUM 


FIRESTONE STEEL PRODUCTS COMPANY, AKRON 1, OHIO 
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The Assault 
on the 


Dollar 


S OME OF the current talk about inflation must make purchas- 
ing agents feel a lot like Dr. Samuel Johnson when he was asked 
how he could refute Bishop Berkeley, the philosopher. Berkeley 
held that no object exists apart from mind. What we consider 
matter, he said, is only an idea. 

“I refute it thus,” roared Johnson, fiercely kicking a rock at 
the side of the road. 


Modern thinking on inflation isn’t quite as ethereal as Berke- 
ley’s. But it’s close enough to draw a few snorts from even a 
relatively inexperienced buyer. We hear of mild inflation, normal 
inflation, creeping inflation, slumbering inflation—and perhaps a 
few more. A leading newsmagazine quotes, apparently with ap- 
proval, an unnamed congressional staff economist: “Inflation 
really represents one of the most inconsequential economic prob- 
lems. It should be given the lowest priority . . .” One well-known 
university economist went so far recently to deny that we have 
any kind of inflation—mild, normal, creeping or otherwise. 


While others talk, purchasing agents have been stubbing their 
toes against the hard rock of inflation for many years. They have 
seen the country suffer a price inflation of 22-30% in the decade 
1947-1957. Almost by definition they know as well as anyone the 
dangers in a diluted dollar—to people with fixed incomes, to wage 
earners, to savers, to business. Above all, they know that infla- 
tion often rewards the inefficient and inhibits growth. As the 
Committee for Economic Development points out, old firms that 
ac’ uired plants and inventories at lower prices often make a 
windfall from rising prices, whether they are efficient or not. New 
firms, which must buy capital equipment at higher prices, have 
a tough time expanding. 


Now the stage is set for a new assault on the stability of the 
dollar. A federal deficit seems almost a certainty. President 
Eisenhower’s efforts to balance the budget are running up against 
a solid wall of politics and special interests. The impractical and 
frightfully expensive farm subsidy, for example, is too much of a 
sacred cow to be touched. (Our concern over protecting farmers 
from the terrors of a free market cost a cool $6.8 billion last 
year!) And from the steel industry come advance signs that 
labor will do battle for substantial wage increases this summer. 
P.A.’s need no elaborate explanations of what this portends for 
a wide range of industrial prices. 


This is the “inflammable tinder” of inflation lying around in 
our economy that the Chairman of the Federal Reserve Board 
warned of recently. It is a warning to purchasing that it can never 
let its guard down. The time to fight against a breakout of price 
increases is now. Purchasing has the tools to do its part—negotia- 
tion, value analysis, inventory control, etc. They must be used 
effectively and sharpened regularly. The outcome of the battle 
to prevent debasement of the currency may well depend in large 
part on how well purchasing meets this obligation. 


Cul VG __ 
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NEW LEADED STEELS 
FROM RYERSON 


Now, machine parts faster than ever before 


NEW LEDLOY 170 TUBING 


average machining speed 170 surface feet per minute 


Here’s the fastest-machining steel tubing ever produced 
—and only Ryerson has it available for immediate ship- 
ment from stock. Ledloy® 170 is a cold drawn, seamless 
product of low carbon analysis with .15°% to .35°) lead 
added. It promises a minimum increase of 25°; in pro- 
ductivity of machined parts or components. Sizes range 
from 1” to 24%” O.D. with maximum %’ wall thickness. 
Other sizes can be supplied promptly. 


Part produced from Ledloy 170 Tubing for, 
machining-comparison at National Metal Show. 


NEW LEDLOY 375 BARS MACHINING COMPARISON* 


Ledloy 170 Tubing vs. Nonleaded Tubing 





average machining speed 375 surface feet per minute Ledley 170 MT-1015 





This newest addition to Ryerson free-machining screw Speeds Feeds Speeds 
steel stocks is the world’s fastest-machining steel. As- | | teas 
signing the figure 100 to B-1112 and using this as a base, 
Ledloy 375 has a machinability index of 205 plus. It Form tool 172 s.f.m. 0008" | 110 s.f.m. 
rates about 64°) higher than B-1113 and about 20°; Boring tool 170 etn 007” (ite 
higher than Ledloy 300. 

Ledloy 375 bars presently in Ryerson stocks include 
rounds in sizes from 4” to 1", hexagons 4” to %%”. Thread 27 s.f.m. - 20 s.f.m. 

Ask your Ryerson representative for complete details 
on these new steels. And call Ryerson for an unequaled 
selection of cold finished bars and tubing, including the Production time | 35 seconds 49 seconds 
largest stocks of Ledloy 300 (also known as Ledloy A * As demonstrated at National Metal Show, Cleveland, 1958. 
and Rycut® leaded alloys—the fastest machining in 
their carbon ranges. 


I-v-B-M RYERSON STEEL 


Increased Value in Buying Metals 


Ask about this Ryerson Plan for 1959 Member of the <B> Stee Family 








Center drill 172 s.f.m. .005” 110 s.f.m. 











Cutoff 172 s.f.m. 0013” | 110 s.f.m. 








Tap 18 s.f.m. — 12 s.f.m. 






































Principal Products: Carbon, alloy and stainless steel — bars, structurals, plates, sheets, tubing — aluminum, industrial plastics, metalworking machinery, etc. 
PLANTS AT: NEW YORK - BOSTON - WALLINGFORD PHILADELPHIA CHARLOTTE + CINCINNATI+ CLEVELAND + DETROIT - PITTSBURGH 
BUFFALO + INDIANAPOUS » CHICAGO - MILWAUKEE - ST LOUIS - DALLAS - YUSTON + LOS ANGELES - SAN FRANCISCO + SPOKANE - SEATTLE 
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The Hidden Threat 
Of Standardization 


By reducing the opportunity for negotiation, will standard- 


ization result in a weakening of the purchasing function? 


Will it reduce the buyer to the role of paper-pusher? In 


its broader implications, will it mean stultifying conform- 


ity for our society? 


By Norman P., Levine, Director of Purchases 


Casco Products Corporation, Bridgeport, Conn. 


Ly ALL THE MATERIAL I have read 
on standardization, I have encountered 
very few statements to the effect that 
standardization may be anything less than 
perfection. The fact is, however, that there 
are some drawbacks to this particular 
cost reduction device. Purchasing agents 
should be aware of them before starting 
a standardization program in their own 
companies. 

Let me say at the outset that the ad- 
vantages of standardization in my opinion 
outweigh the disadvantages. As a cost re- 
duction technique it is certainly worth- 
while. However, some of the emphasis has 
been misdirected. By their energetic ap- 
plication of present standardization dog- 
ma, purchasing agents are in effect cut- 
ting the ground from under their own 
feet. They are working contrary to their 
stated desire to be recognized as a pro- 
fession. But by making certain changes in 
standardization emphasis, P.A.’s can use 
standardization as a cost reduction tool 
and still preserve their professional in 
tegrity. 


Automatic Buying 


One of the major claims made by ad- 
vocates of standardization, is that stand- 
ardization reduces the negotiation burden 
on the purchasing agent. If a standard 
component or material is specified, the 
purchasing agent can purchase it without 
blue prints. He can describe it on the 
telephone without difficulty and doesn’t 
have to ask price, discount, set-up charges, 
F.O.B. point, etc., since all these facts are 
published in the price sheet 


Personally, I object to the use of the 
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word “burden” in connection with nego- 
tiation. Negotiation should not be re- 
garded as distasteful. It should be ap- 
proached with relish and desire by the 
purchasing agent. Saying negotiation is a 
burden to purchasing agents is like say- 
ing that teaching is obnoxious to a pro- 
fessor or surgery to a surgeon. 

But actually it is the “reduction” of 
this so-called negotiation burden that | 
resent. It is my feeling that every reduc- 
tion of the negotiation task is a reduction 
in the status and importance of the pur- 
chasing agent. A purchasing agent in a 
modern industrial company performs a 
service. This service takes many forms, 
but basically the P.A.’s job is to see that 
his company gets the goods and services it 
needs at the right time, in the right quan- 
tity and at the right price. In other words: 
obtains the greatest value for the money 
expended. 

How does the purchasing agent make 
sure he is getting the greatest value for 
his own company? By negotiating the 
terms and conditions of the purchase con- 
tract which he places with his suppliers 
Most importantly, he negotiates a price 
He also negotiates specifications, tooling, 
set-ups, rate of production, shipping dates, 
quality control, inspection, and any spe- 
cial terms which are necessary to protect 
his company legally. 


Negotiation Is Vital 
As a matter of fact, what is usually im- 
plied after the statement “Standardizatior 
reduces the negotiation burden’, but is 
usually not written is, “and allows the pur- 
chasing agent to concentrate on the nego- 





tiation of the more important components 
or supplies which his company uses”. This 
in itself is a strong indication of the im- 
portance of negotiation. 

If the purpose of standardization is to 
help clear the decks for concentrated 
action in negotiation, then negotiation 
must be considered of utmost significance. 
I personally feel, however, that no mate- 
rial, component, or supply is too insigni- 
ficant to warrant attention. If it is im- 
portant enough to negotiate in buying a 
product in the first place, it is important 
enough to warrant periodic reshopping, 
reappraisal, and renogotiation by the pur- 
chasing agent. 

Therefore, one of the most important 
functions which any purchasing agent per- 
forms for his company is negotiation. 
What differentiates a clerk and a purchas- 
ing agent is the ability to negotiate. Plac- 
ing an order for a standard component or 
material takes little or no thought. It can 
easily be handled by a clerk. If the ul- 
timate in standardization were accom- 
plished, there would be no need for pur- 
chasing agents, only clerks. 


What's the Trouble? 

Many large corporations developed from 
a one man enterprise, where the owner 
did his own selling, buying, manufactur- 
ing, engineering, and every other major 
function necessary to the success of the 
enterprise. The Ford Motor Company is 
a good example of this sort of develop- 
ment. It goes without saying that such 
enterprises would not have been success- 
ful if the individual who started it had not 
been, as far as the buying function is 
concerned, a hard bargainer for value, 
among his other talents. 

When the business expanded, and the 
founder no longer had time to do every- 
thing, he had to hire individuals to per- 
form his various functions. Certainly his 
intention was to obtain individuals who 
could “stand in his place” as though he 
still performed the function himself. 

Unfortunately, while this was un- 
doubtedly his intention, being a strong 
individual, it was often difficult for him 
to disentangle himself entirely from all 
these functions. In many cases he reserved 
the right to make decisions. The result 
was the industrial purchasing agent at the 
beginning of many corporations at the 
turn of the century was little more than 
a paper processor, or clerk who confirmed 
the buying activity of the company 
founder. 

It has been a long hard up-hill struggle 
of fifty years, and still far from accomp- 
lished, for the industrial purchasing agent 
to retrieve the responsibility he should 


originally have had. Only by demonstrat- 
ing his ability to bargain for value has he 
gained stature. It would seem to me that 
by playing down his role as bargainer, 
which standardization tends to do, the 
industrial purchasing agent is making 
himself less essential. 


What Can Purchasing Sell 


It is also well to remember that the 
purchasing agent has very little of a spe- 
cific nature to sell to a corporation. The 
engineers are usually people who have 
studied physics and chemistry and certain 
engineering courses which give a spe- 
cialized knowledge not readily available 
to everyone. By the same token, account- 
ants are usually trained to perform func- 
tions not easily performed by most people. 
It is not uncommon for an engineer or an 
accountant to go into the purchasing field. 
The opposite is most uncommon. 

When it comes to production control 
and purchasing, however, most of the re- 
quirements of these particular functions 
are learned by experience. Any reason- 
able individual with intelligence and in- 
terest in the job can be trained within a 
short time to perform such functions. 

It is not difficult for a man with in- 
telligence to learn how to locate sources 
of supply, to expedite, and to handle pur- 
chasing paper work. He can thus become 
a fairly competent buyer, but he does not 
become a professional buyer or a pur- 
chasing agent until he can recognize value 
and bargain for it. 

Some men have a natural talent for 
this, just like some men have a natural 
talent for selling, but most men have to 
learn by experience and conscientiously 
apply the cost reduction and negotiation 
techniques which purchasing has devel- 
oped in the last ten years to make sure 
that they are getting value. It is this nego- 
tiating talent whether natural or acauired, 
that is the P.A.’s most important asset. 

The purchasing agent, therefore, is sell- 
ing an intangible ability. Every time he 
gives up part of his negotiating function, 
as he does in standardization, he is les- 
sening his value to his company and hurt- 
ing himself. The purchasing agent should 
never consider negotiation as a burden. 
Rather it is his bread and butter, the very 
essence of his industrial function. 

The purchasing agent should certainly 
be aware that the phase of standardization 
which concerns itself with reducing his 
so-called negotiation burden is not to his 
professional advantage. 

A second phase of standardization 
which I find disadvantageous has to do 
with the price of standardized product. 

If you can use a standard component 
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in your product instead of a spe- 
cial, the cost is usually less. The 
reason is mass production and the 
fact that the standard part is 
ually simpler in design and easier 


us- 


to manufacture. If, however, it is 
possible, for a company to simp- 
lify its own components and make 
or buy them in large enough quan- 
then the 
should be no greater than that of 


tities, cost of specials 
standards and might possibly be 
less due to the freedom the P.A 
has in bargaining. 

A standardized product means a 
standardized price. When the pur- 
chasing agent encourages his com- 
pany to change from specials to 
standardized products, he is ex- 
changing price freedom for price 
security. This is somewhat like an 
animal voluntarily giving up his 
life in the forest for a nice 


cage in a Zoo, 


secure 


Raise Objections 
My basic objections to price stand- 
ardization are these: 

(1) The price is predetermined. 
It cannot be negotiated. To all 
tents and purposes, there is li 
or no competition between sellers 
beyond service and quality. 
these are usually 
among suppliers of 
products. Salesmen for stand 
ized products usually have not! 
ing to sell but their own personal 
ity and the purchasing agent often 
finds himself making “buy” deci- 
sions on a personal basis. 

The other side of this coin, how- 
ever, is that the price is the same 
to everyone. The purchasing agent 
knows that nobody else is getting 


a better price for the same quan- 
tity. This is the security of stand- 
ardized price. No one 
blame the purchasing agent who 
seeks such security 
because our whole society 


. = 
Can really 


voluntarily 


? ] , 
today 


is engaged in seeking security 

It should be borne in mind too, 
that the opposite to fixed prices 
standardized 


for product could 
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well be monopoly or near monop- 
oly as the most efficient manufac- 
turers may drive the less efficient 
out of business if free price com- 
The final result 
here is higher prices. If a monop- 


oly is created, the manufacturer 


of a standardized product would 
be open to anti-trust prosecution. 
On the other hand in a standard- 


ized industry, with many produc- 


petition pertains 


ers and standardized prices, there 
is always the 


+ 


chance of prosecu- 
ion for 
The 


ardized 


conspiring to fix 
matter of 


prices 
stand- 
difficult 
problem peculiar to the free eco- 


pricing 
products is a 

nomic system. There is no satis- 
answer. While the pur- 
cannot avoid the 
problem, because there will un- 


lactory 


chasing agent 


doubtedly be many items of a 
standardized nature and price in 
any finished product, it is, I be- 
lieve better not to add to the prob- 
lem by the number 
of standardized components. The 
} 


pest 


increasing 


alternative seems to be to 
keep from this 
trend as much as possible and 


try and away 


yperate in a free price competi- 
tive area. 

2) The price is blind. In order- 
the 
purchasing agent accepts the price 
and does 
question whether it is high or low. 
The relationship of the selling 
price may be rather nebulous to 
the cost of production, but be- 
cause it is a published price and 
ill suppliers of the product have 
the same price, it is accepted with- 
out question. There is no oppor- 
tunity for price comparison such 


ng a standardized product 


most instances not 


as exists with a non-standard 


product. 


In addition, 


the purchasing 
agent knows that even though the 
prices on standardized products 
are the same from all producers, 
some of these manufacturers have 
lower manufacturing costs than 
others, and could actually under- 
sell the published prices and 


maintain valid 
Thus, in theory, the purchasing 


agent could be 


proht margins 
paying for the in- 
efficiency of a company he may 
not even be buying from. But the 
lact 
product the price is 


standardized 
blind. The 


purchasing agent should prefer to 


remains, on a 


‘ deal in products that have a prov- 


able cost. 

(3) Price is administered. In 
standard products the price is not 
only predetermined, but is sub- 
ject to change either up or down 
(but mostly up in the last fifteen 
years.) The changes are usually 
made on and the 
buyer has no voice in the matter 


short notice 

Thus, it is possible for a sup- 
plier to be late in a delivery, and 
if there is a price increase during 
the time the the 
material supposed to have 
been shipped and when it actually 
is shipped, it carries the higher 
price and there is no 
the buye1 


between time 


Was 


recourse to 
on that particular order. 

On non-standard products the 
seller usually requests 


any in 
creases in cost which he 
quire and then is subject to nego- 
tiation before the 
into effect. Usually, however, the 
non-standard order is placed ona 
firm 


may re 


ncrease 


voes 


price basis and any price 
changes have to wait until a new 
order 1S placed 

It is 


chasing 


important that the pur- 
that the 
products 
What 
prices 
for a standardized product, has a 
compensating loss 


agent realize 


prices of standardized 
have certain disadvantages 
may be gained in lower 
in control over 
these prices. 

Another 
standardization is 
a trend of 


which, if 


objection I have to 
that it creates 
thinking and acting 
carried to its 
would tend to 
great deal of human in- 
genuity and personal judgment. 
The cost-conscious purchasing 


logical 
conclusion, elim- 


inate a 


agent or engineer who asks him- 
self why a certain component can- 











not be a standard part, why all 
imilar component parts perform- 
ing similar functions, cannot be 
the same exact part, might event- 
ually lead to the ultimate in cost 
reduction which is one model and 
style of all products. Certainly if 
all eight cubic feet refrigerators 
made by various manufacturers 
across the country, were exactly 
the same down to the last small 
component, no one could doubt 
that the interests of economy 
would be well served. But what 
about the aesthetic desires of the 
ultimate consumer? What incen- 
tive would there be to improve 
such products? Some of the hous- 
ing developments we have all seen 
are enough of a reminder of where 
the ultimate in standardization for 
cost reduction purposes can lead. 

I realize that the chances of 
uch complete standardization oc- 
curring are very remote, but we 
must realize that this is where our 
drive to standardize could lead us. 


The Organization 


Over and beyond the ultimate 
standardization of products also, 
there is always the danger of lap- 
over which this type of thinking 
engenders, namely the standard- 
ization of people. Industry looks 
at standardization of product and 
ees that it is good for profits— 
why not apply the same processes 
to people? 

Anyone who has read William 
H. Whyte, Jr.'s “The Organization 
Man” is familiar with the ex- 
amples Mr. Whyte cites to show 
how certain large companies have 
selected personnel who will think 
the way the company wants them 
to think. He describes how the 
‘ompany exerts certain pressures 
to make sure the employee and his 
family adhere to company-set 
standards of conduct even down 
to the type of home they may 
have. 

What purchasing agent has not 


noticed the trend to the young 
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clean-cut, Ivy-League looking 
type of salesmen representing cer- 
tain basic plastic material pro- 
ducers? This, too, is standardiza- 
tion. 

I maintain that this type of 
thought-controlled atmosphere is 
strictly against the best inter- 
ests of purchasing agents who by 
nature should be independent 
thinkers free to exercise their in- 
genuity and judgment. If thoughts 
and action are restricted by man- 
agement in one phase of the em- 
ployees relationship to the com- 
pany, there will be a carry over 
into other aspects of this relation- 
ship even including the primary 
function of a purchasing agent, 
mainly to buy for value. 

Here, too, as far as standardiza- 
tion is concerned it is necessary 
for the purchasing agent to be 
aware and on guard. 


P.A. Is More Valuable 


These are the major disadvan- 
tages which I see in standardiza- 
tion. Undoubtedly there are 
others. With them all, however, 
it is still my strong feeling that 
standardization is a good tech- 
nique if kept within proper 
bounds. Standardization is cer- 
tainly something that the purchas- 
ing agent could well use in his 
arsenal of cost reduction tech- 
niques to go along with value 
analysis, make or buy, traffic man- 
agement, quantity control, etc. I 
mentioned before that the pur- 
chasing agent has very little to 
sell management of a specialized 
nature beyond his ability to nego- 
tiate. To this, however, I would 
add that the cost reduction tech- 
niques which have been developed 
in the last ten years are rapidly 
becoming the sole property of the 
purchasing agent. This means the 
P.A. is in effect performing a 
service which is unique in his 
organization and therefore his 
service is more valuable than 
Cver. 





What do I think should be the 
purchasing agent’s approach to 
standardization? It seems to me 
first off that purchasing agents 
should not concentrate their 
standardization program on chang- 
ing special components which are 
incorporated in their products. I 
say this because it seems to me 
that this is an engineering task 
in the design of the product. Most 
engineers are well aware of the 
cost savings involved in the stand- 
ard screw or nut over a special. 
Enough components will become 
standards without help from pur- 
chasing agents. It is not to the ad- 
vantage of purchasing agents to 
help engineers make clerks out of 
purchasing agents. 

There is more than gold it ap- 
pears to me in the hills of simpli- 
fication where concentrated effort 
in reducing let us say 300 different 
types of standard screws used in 
all one company’s products down 
to 50 different types of standard 
screws. This presents obvious sav- 
ings in quantity buying and avoids 
obsolescence. This is a field for 
the purchasing agent to pursue. 
energetically. It is not subject to 
any of the disadvantages men- 
tioned before. 

There is one other phase of 
standardization which also pre- 
sents great opportunities for cost 
reduction. At the same time it 
avoids the disadvantages of stand- 
ardization previously noted. This 
is standardization of the end prod- 
uct which your own company is 
manufacturing. 

I am talking here of internal 
rather than external standardiza- 
tion. There is a vast field for 
standardizing the components 
which go into the different models 
of products which many com- 
panies manufacture. By this I do 
not mean to compromise the ex- 
terior appearance of a product, 
but to concentrate on making 
many of the materials and com- 


(Please turn to page 121) 
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your purch: 
The sec 
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pe 


Lers LOOK at your purchase 
order Undoubtedly, _ it 
serves several important functions 
in your It is in- 
tended, primarily, to inform your 
supplicrs of the goods and servi- 
ces required in your 


form 


organization 


yusiness and 
to make a commitment for their 
In moder 


ing practice, however, it 1 


procurement 


form many other useful { 
with copies being used for sup- 
t, expediting, 
accounting, stores control, 


plier acknowledgmen 
recelv- 
etc. 

Perhaps much thought and at- 
tention has been given to the de- 


ing reports, 


sign of your order form to achieve 
and efh- 


ciency. But what about your pur- 


simplicity, convenience 


chase oraer aS a le gal 
Does it the 
needed by your company 


nstrument? 
provide protection 
” Have 
you included the basic terms and 
conditions which express the pur- 
chaser’s rights under the contract 
and protect the buyer under im- 
portant Federal statutes? Or, per- 
haps, have you loaded the order 
form j 


iss of su 


with a mi perfluous 


fine print which goes beyond es- 
sential protection and merely con- 
fuses and alarms your supplier? 

Many 


to 


They 
: 

11° 

(\Uicdi 


purchasing 
extreme 
either to 


] 
aepartments 


go one the other 


tend 
ly no 


or 
, 
clude vir- 
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terms and con 
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Fair 


How Would Your 
Purchase Order 
Look in Court? 


Suppose your purchase order was brought 


into court in connection with a suit. Would 


the terms and conditions printed on it pro- 


vide the protection your company needs? 


By Lyle E. Treadway 


the form with numerous 
and detailed provisions. 


imprin 


The absence of imprinted terms 
and conditions may not be a mat- 
ter of neglect or inattention on the 
part of the purchasing agent. In- 
deed, some purchasing agents of 
recognized high standing in the 
profession take the position that 
most of us actually do business on 

of “gentlemen’s agree- 
They feel that buyer- 
supplier problems are determined 
by practical considerations of good 
customer and supplier relations. 
In a sense, they feel a good pur- 
can rely the 
careful selection of suppliers and 
skillful dealing as the best and 
most practical protection for his 


the basis 


ments’”’. 


chasing agent on 


company, 

Few buyers or sellers actually 
read and consider the mass of de- 
tail that appears in the printed 
ortion of many order 


and ac- 


I 
knowledgment forms. They may 


kK 
do a large volume of business over 
a period of years without realiz- 


ing or taking advantage of the 
| gal “gimmicks” their respective 


counsel may have incorporated. 
Who Drafts Terms 


The legal department or inde- 
pendent legal counsel often parti- 


cipate in drafting the terms and 


conditions appearing on the pur- 
chase order. And this has obvious 
advantages. But the average legal 


practitioner is at a considerable 
in this undertaking. 


Unless he is familiar with the field 


disadvantage 


of industrial and commercial pur- 
he tend to 
and 


chasing, will recom- 
detailed 
terms and conditions which, from 
standpoint, 


unnecessary 


mend numerous 
be 
and even de- 
structive of good supplier relation- 
ship. So strongly 
that the practical knowledge and 
experience of the purchasing 
agent be employed in drafting the 
printed provisions 
order form. 

However, 


a practical may 


quite 


it’s suggested 


of the purchase 
many industries and 
businesses have peculiar problems 
calling for special order terms and 
conditions. The buyer of parts for 

capital 
well 


heavy might 


very 


equipment 
different 
sions from the purchaser of per- 
ishable food Accordingly, 
this study is concentrated on pur- 


need provi- 
items 


chase order problems and prin- 


ciples of general application 
How to Draft Terms 


should first 
consider the elementary principles 


Purchasing agents 


of law governing application and 


interpretation of contract lan- 





guage. Among the questions to be 
answered are: What will be the 
legal effect if I put in a provision 
on a particular point? Will it 
really protect my company? How 
will it be used and interpreted if 
there is a lawsuit? 

In considering these questions 
the buyer should remember that 
his purchase order is usually but 
half the written evidence of the 
contract, the seller’s acknowledg- 
ment being the other half. Both 
documents will be considered by 
the court in event of litigation. 
they constitute the 
written contract. As part of a 
contract in writing, the purchase 
order is subject to certain well- 
established rules covering inter- 


Together, 


pretation of contracts. 

Here are the rules of interpreta- 
tion (as set forth by the Amer- 
ican Law Institute in Section 235 
of the Restatement of the Law of 
Contracts): 

(a) The ordinary meaning of 
language as used throughout the 
country is given to words unless 
circumstances show a _ different 
meaning is applicable. 

(b) Technical terms are given 
their technical meaning 
usage indicates otherwise. 


unless 


About the Author 


(c) Writings are interpreted as 
a whole with all separate writings 
concerning the agreement being 
interpreted together. 

(d) All circumstances accom- 
panying the transaction may be 
taken into consideration. 

(e) Subsequent conduct of the 
parties, if consistent, may indicate 
a certain interpretation if the lan- 
guage is reasonably susceptible to 
that interpretation. 

Professional buyers are 
cerned with these legal rules of 
interpretation only when there is 
disagreement with the supplier 
about the meaning and effect of 
the purchase order. If the terms 
and conditions are clear and pre- 
cise, they’ve gone a long way to- 
ward elimination of potential dis- 
agreement. 

Analysis of case law indicates 
that legal controversies involving 
purchasing agents most frequently 
arise when: (1) terms and con- 
ditions are not clearly stated; (2) 
there are internal contradictions, 
especially between typewritten 
and printed provisions; and (3) 
when the order, although com- 
plete on its face, is contradictory 
or incomplete in the light of cir- 
cumstances surrounding the buy. 


con- 


Lyle Treadway is singularly well 
qualified to write a series of ar- 
ticles on the legal aspects of the 
purchase order—since he is both 
purchasing agent and lawyer. 
Mr. Treadway is a graduate of 
Ohio State University and Frank- 


lin’ University of Law. 


World War II, 


During 
he worked 
the field of government relations, 
handling priorities and price and 


in 


Lyle E. Treadway 


wage control. After the war he joined the Federal Glass 
Company, Columbus, Ohio. In 1947 he became general pur- 
chasing agent for Federal Glass and Hercules Box Company 
—both of which merged with the Federal Paper Board Com- 


pany in 195s, 


Extremely active in purchasing activities, Mr. Treadway 


has held numerous offices in the Columbus 


Association of 


Purchasing Agents and was president of this group in 1955- 
56. He served as Sixth District Vice-President, N.A.P.A., in 
1957-58. Currently he is chairman of the Special Committee 
on N.A.P.A. Constitution and By-Laws. This committee is 
making a detailed study of basic N.A.P.A. documents and 
is expected to recommend several important revisions. 


In the resolution of buyer-seller 
disputes the courts have applied, 
in addition to the general prin- 
ciples listed above, certain sec- 
ondary rules. These rules are im- 
portant both in framing and in- 
terpreting the printed provisions 
of the order form. 

Rule One. The main purpose 
of a contract will be given effect 
when it can be deduced from the 
writings, the surrounding circum- 
stances, and the conduct of the 
parties. Inconsistencies in the pur- 
chase order or acknowledgment 
which are contrary to this main 
purpose can be disregarded. Many 
cases indicate that to effect this 
purpose words are sometimes 
wholly disregarded, omissions sup- 
plied, words transposed, grammar 
corrected and singular and plural 
terms amended. 

In a recent Massachusetts case 
the defendant sold his repair 
garage business to the plaintiff. 
The defendant assigned to the 
buyer plaintiff a certain lease cov- 
ering the premises occupied by 
the business. The contract drawn 
up between the parties, and their 
correspondence, indicated that all 
the equipment and assets of the 
business were to be transferred. 
However, the term “good will” 
did not appear in any of the writ- 
ten memoranda. 

About six months after the 
transaction was closed, the seller 
opened a garage just around the 
corner in competition with the 
business sold plaintiff. It was al- 
leged that this seriously injured 
the buyer’s business, but defend- 
that the written 
agreement did not stipulate “good 
will,” and he was, therefore free 
to go into direct competition. 

The decision in this case was 
based on the authority of courts 
to interpret written 
where there is evidence of omis- 
errors. The decision 
held that all assets of the garage 
business were intended to be sold, 
including good will. In effect, the 
court inserted the good will term 
in the agreement because it was 
intended by the parties, but in- 
advertently omitted in the writ- 


ant answered 


contracts 


sions or 


Ings. 

Rule Two. Contract writing will 
be interpreted, if possible, so that 
it shall be effective and reason- 
able. An _ interpretation which 
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makes the contract or agreement 
fair and reasonable will be pre- 
ferred to one which leads to harsh 
or unreasonable results 

However, as indicated in a de- 
cision of the Supreme Court of 
Illinois, the mere that the 
parties made an improvident or 
ill-advised will lead 
the court to make unnatural or 
artificial Courts 
will not, in other words, write the 
contract for the parties 

For purchasing the 
point, again, is that legal rules of 
interpretation come into play only 
when there uncertainties or 
inconsistencies. The court can help 
the buyer reach a fair and equit- 
able result only if the writings 
(the order and acknowledgment) 
make such an interpretation rea- 
sonably possible. 

Rule Three. One of 
interesting rules of 
terpretation is that language will 
most 


fact 
bargain not 


interpretations 


agents, 


are 


the 


contract in- 


be interpreted strongly 
against the This 
means that any ambiguity or in- 


party using it 


consistency is construed against 
the party who printed the form or 
wrote the language in question 
This rule has an interesting his- 
tory, especially in the field of in- 
surance. In the early days of in- 
surance, before development of 
state regulation and present stand- 
ards of practice, there were, un- 
doubtedly, unscrupulous 
tors writing policies with a great 
deal of misleading fine print. Of 
‘They 


print 


opera- 


these policies it was said 
give it to the big 
and take it away in the fine.” 
Deceptive use of fine print was 
not, limited to the in- 
surance business. At least a small 
order 


you in 


however, 
percentage of purchase 
forms and acknowledgments in 
use today contain voluminous and 
nearly illegible fine print, with the 
that it 


; 
apparent will 


not be generally read and under 


expectation 


stood. 

Fair-minded persons must agree 
with the wisdom of the rule that 
terms and conditions, if ambig- 
uous, 


party who composed them. The 


are construed against the 
case reports are replete with de- 
cisions invoking this principle. 

A 1951 Federal court decision 
contains an excellent analysis of 
this rule. In this case Consolidated 
Fisheries Company purchased a 
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The terms and conditions on this purchase order were worked out by the 
author, Lyle Treadway. His aim was to develop a set of terms and condi- 
tions that would be the essence of simplicity and at the same time provide 
his company with all the legal protection it needs. 


diesel engine and electric generat- 
ing equipment, The supplier pre- 
sented forms for signature at the 
time of placing the order which 
consisted of three parts. One of 
these parts was a general contract 
form and the other two were sup- 
sheets 


plementary specifications 


covering certain items of equip- 
ment. 

The contained 
ments of performance specifica- 
tions which the equipment was to 
However, the detailed 


printed provisions of the general 


sheets state- 


meet 


contract form negatived warran- 
ties by the supplier. Here, then, 
was a situation in which the type- 
written specification stated per- 
standards, but the 
printed terms said, in effect, that 
the supplier did not guarantee 
performance. When the equipment 
failed to generate the specified 
electric current, the buyer sought 
to enforce the alleged warranty 

in the 


rormance 


specification 


Cel 


The court decided in favor of 
the purchaser. The court stressed 


against 
prepared the 
and conditions 


construction 
who 
terms 
It also expressed the important 


the rule 
the party 
(printed) 


rule that written matter in a con- 
tract is given greater effect than 
printed matter 

Rule Four. Written matter takes 
printed terms 
This should be carefully borne in 
mind by the purchasing 
both in drafting his order form 


precedence over 


agent 


and in the daily preparation of 
orders on these forms. The cases 
applying this rule are also dis- 
who would 
the 
fine print in the 
chase order. If the description and 


couraging to those 


place great reliance on 


tection of 


pro- 
pur 


instructions shown in the body of 


the order when it is typewritten 


are inconsistent with printed 


terms and conditions, the latter 
will be of little avail. 

The highest court of New York 
included the following significant 
language in a recent decision 
“This rule is applied with greater 
that 


in obscure 


liberality where it appear 
the printed matter is 
type, or placed where it would 
not be likely to be 


the printed matter was 


een, or whers 
evidently 
not intended to be incorporated 
in the contract. In such cases the 
printed matter has been accorded 
little influence 
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I OLLOW-UP used to be a big 
problem for us at the purchasing 
department of Cornell Univer- 
ity's Aeronautical Laboratory, 
Buffalo, N. Y. 
Daily follow-up 
olve thumbing through several 
open purchase orders 
which were filed in a ring folder. 
Along with taking too much time, 
rather crude system resulted 
unusually large number of 
open orders, excessive phone calls, 
lost papers, ete. 


used to. in- 


hundred 


thy 


In an 


these disadvan- 
the department installed a 
‘Visirecord Visible-Vertical” fol- 
low-up Our volume of 
purchases has increased consider- 
ably since this system was first in- 
stalled so it’s hard to determine 
exactly how much we saved with 
this method. However, it’s esti- 
mated that if the old follow-up 
system were being used with the 
present volume of purchase or- 
there would be 
many open orders 


To overcome 
tage 


system. 


twice as 
-even with an- 
other person working in the fol- 
low-up section. (Now man 
and a girl work full time at fol- 
low-up and expediting for the de- 
partments five buyers.) 


ders, 


one 


Here’s how the new follow-up 


Polizzi is head of the Procurement 
h of Cornell Aeronautical Labora- 
Cornell University, Buffalo, 


4 


The author, Joseph C. Poiizzi, head of the pro- 
curement branch at Cornell Aeronautical Labora- 
tory, got rid of his follow-up headaches, reduced 
the number of open orders and cut clerical work 


by one-third. 


@ \Vew system reduces open orders 50% 


@ Cuts clerical work 33% 


By Joseph C. Polizzi 


system works: 

Making the Follow-Up Card. 
The purchasing department uses a 
combined purchase order and re- 
ceiving report master run-off 
form. The master and partially 
pre-printed forms, one of which 
is an 84%” x 11” follow-up card 
(see cut), are run through a ditto 
machine. This follow-up card was 
specially designed by Visirecord, 
inc., to fit the existing purchase 
order format. (When a purchase 
order has made up, the 
master is sent to receiving where 
it is used to run off receiving re- 
ports, both partial and complete.” 

The Follow-Up Files. The pur- 
chase follow-up cards are sent to 
the follow-up section of the de- 
partment where they are housed 
in open tub units (see cut). The 
cards are filed in the tubs by ven- 
der name. If there is more than 
one open order for a vendor, the 
cards are further arranged by pur- 
chase order number. The vendor’s 
name and the purchase order 
number visible—when the 
card is in the tub—in the upper 
right hand corner of the card. 

The cards are filed in the tubs 
in “offse: horizontal” rows so that 
the right margin of each card is 
exposed for easy scanning. The 
rows are separated by alphabet 
tabs, with the cards filed alphabet- 
ically by vendor name. Some tabs 


been 


are 


are marked with a specific ven- 
dor’s name, if a large volume of 
business is done with that vendor. 

Before a follow-up card is put 
in the tub, a red “flag” is placed 
over the number on the right hand 
margin of the card that corre- 
with the expected de- 
livery date. 

Follow-Up Method. Daily fol- 
low-up consist of simply flipping 
open each row in the tub, glanc- 
ing across the row, and picking 
out those follow-up cards which 
are flagged for that day. 

Behind each follow-up card is 
the current receiving report. As 
receiving reports come into the 
follow-up section, they are filed 
behind the appropriate follow-up 
card. Each receiving report is a 
cumulative record of the partial 
receivals to date for that order. 
Thus when a receiving report 
comes to the follow-up section, 
the follow-up man takes out the 
previous receiving report, if any, 
and puts in the current one be- 
hind the follow-up card. (All open 
orders with partial shipments are 
flagged in the upper right hand 
corner.) 

When a final receiving report 
comes in, the follow-up card is 
taken from the tub and used— 
since it is of heavy ply—as a file 
backer—that is, all the other 
correspondence con- 


sponds 


forms and 
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nected with the purchase trans- 
action are stapled to the follow-up 
card. This eliminates using a pur- 
chase record folder for each or- 
der. 

Non-Routine Follow-Up. If a 
requisitioner inquiries about the 
delivery status of an order, the 
follow-up section can locate the 
appropriate follow-up card by 
simply flipping to the correct row 
in the tub and glancing across 
the row to the card. 

Due to the accessibility of the 
follow-up cards, the follow-up 
man can call a vendor to check 
the status of an open order and, 
while still on the phone, get the 
status of any other open orders 
with that vendor. 

Still another advantage in the 
accessibility of follow-up cards is 
that the representatives from vari- 
ous departments can come into 
the follow-up section and quickly 
get information on their open or- 
ders. 

Each department of the Corne 
Laboratory has one person who 


1] 
il 


processes all purchase requisi- 
tions. This person is the only one 
in the department who can in- 
quire about the status of an open 
order. He acts in a sense as the 
liaison between purchasing and 
his department. This, of course 
eliminates excess traffic in the 
follow-up sectio1 
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This is the follow-up card used by the purchasing department of Cornell’s 
Aeronautical Laboratory. The card is made up from the same “master” 
used to make purchase order copies. The follow-up cards are filed—by 
vendor’s name—in open tub units in such a way that a complete row of 
cards may be scanned at a single glance to determine delivery status on 
open orders. Cards are filed so that the right margin is exposed. Note from 
card illustrated, that in the right margin are the vendor's name (circled) 
and the expected date (circled). 





The purchasing department’s follow-up man can select the proper follow- 
up card within one to three seconds after he is given the name of the 
vendor. He locates the card without thumbing through or even touching 
any other follow-up card. 
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. D 
urchasing S 


ig Role in Capita 


quipment Buying 


{ dynamic purchasing department can play 


just as important a role in buying capital 


equipment as it does in buying production 


materials. 


By Walter J. Brooking 


\\ HEN it comes to buying cap- 
ital equipment, some purchasing 
departments are “rubber stamps.” 
They just issue orders to cover 
buying decisions made by produc- 
Many other pur- 
chasing departments do just as 
job of 


tion engineers 
buying capital 
equipment as they do of produc- 
They 
render a complete buying service; 
with 
the planning 


od a 


tion parts and materials. 


they work engineering 


and_ follow 


stages 


78 


through right up to the time the 


new equipment is delivered and 


tested. 
Valid Economic Reasons 


that 
cannot profit from having an in- 


There are few companies 
dependent purchasing department 
equipment pur- 
skill is just as 
different from using and specify- 


handle capital 


Buying 


chase S 


ig skill in capital equipment as 


it is in production parts. Unfor- 
tunately, management has been 
slower to recognize the value of 
a strong purchasing department 
for capital equipment. The reason 
is easy to understand. Capital 
equipment buying usually re- 
quires extremely close technical 
coordination between buyer and 
seller, This means that the master 
mechanic, for example, must be 
able to work directly with sup- 
pliers on new machinery. As a 
result, he often winds up making 
the actual buying decision. Never- 
theless there are at least four 
good reasons why capital equip- 
ment selection should be a team 
effort with both engineer and 
buyer participating: 

(1) Saving of engineer's time. 
This is very important. Purchas- 
ing personnel are adept at meet- 
ing and evaluating the sales per- 
sonnel who eall on them. They 
can channel those who are really 
helpful to engineering or produc- 
This “sorting out” process 
also the supplier’s time. 
Someone must pay for his serv- 
ices in the long run and wasted 
time is reflected eventually in the 
price of his products. 

(2) Prompter delivery of new 
equipment. If purchasing aggres- 
sively does its job (especially in 
obtaining expeditiously, 
analyzing them promptly, placing 
orders as are 
made and expeditiously follow- 
ing them up), total time required 
to obtain equipment or facilities 
is reduced materially. This time 
is valuable. When a job is un- 
finished, someone is spending time 
on it, thus increasing costs. 

(3) Direct savings on the proj- 
ect. Wide variations in quotations 
for capital equipment, construc- 
and related occur 
even in carefully prepared bids. 
The very act of obtaining com- 


tion. 


Saves 


quotes 


soon as decisions 


tlon, services 


petitive quotes where each com- 
petitor knows that he is in a com- 
petitive situation greater 
alertness on the part of suppliers 


causes 


and they take more care in mak- 
ing their quotations. 
It is not 


uncommon to _ find 
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variations of as much as 50 per 
cent between the low bidder and 
the high one. Analysis of quota- 
tions by competing suppliers 
offering substantially equivalent 
equipment is an objective way to 
select the final supplier. It 
provides very pleasant surprises 
the 
than was originally estimated. 
(4) Buying know-how _bol- 
stered. Participation by purchas- 
ing in capital equipment selection 
provides them with a 
knowledge of the 
equipment, processes, 
requirements, and personnel. This 


if 


otten 


in acquir ng items for less 


greater 
company’s 


facilities, 


sort of knowledge is necessary 
purchasing is to do the 
all job for the company 


best over- 


What Is Required 


All companies must buy capital 
per'odically. If they 


the 
scientific buying, 


equipment 


are to reap advantages of 


then their pur- 
chasing departments must be pre- 
pared to participate from begin- 
ning to end 


The first 


requirements, In 


step is definition of 


many instances 
this can be done with a specifica- 
unit which is 


available 


tion describing a 
commonly 
than one source. This is usually 
the case for lift trucks, heat ex- 
changers, pumps of various kinds, 
packaging 
and a 


from more 


machinery, machine 
host of 


tively standard items of industrial 


tools. other rela- 
They are either avail- 
able from stock as standard mod- 


equipment 


els, or are built when ordered to 
already exact prints and plans. 

special- 
will 


with 


For more complex or 
ized equipment, 
often be 
the department or 
production superintendent. 

If purchasing is alert and ready 


suppliers 
invited to consult 


engineering 


to be of assistance, it can render 
if there are 
items 


the 
that someone in 


service even only a 


How- 


requirements 


few such per year 


ever, one ol 
purchasing have 


some technical knowledge 


Purchasing's Big Role 


The services which purchasing 
buying 
equipment are as follows 
(1) Obtain from engineering a 


specification or statement of the 


can periorm In 
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function of the required item. 
Often the very act of obtaining 
a clearly and completely written 
specification or description of the 
item required helps engineering 
or production personnel crystall- 
ize their own thinking and com- 
plete the task of defining the unit. 
(This is essentially the part of 
the purchasing function which is 
fulfilled by a requisition properly 
defining the item wanted.) 
(2) Call and screen suppliers. 
If the engineers or production 
designing the system 
require assistance from suppliers, 
can do the routine 
calling of suppliers. By doing this 


personnel 
purchasing 


at the beginning of the transac- 
has an oppor- 
y to know what is going on 
to arrange to channel quota- 


? 


tion, purchasing 


ions, correspondence, and serv- 
ices so that it can keep abreast 
of the progress of the operation. 
Often at this stage, purchasing can 
suggest potential suppliers with 
whom the engineering department 
or production personnel may want 
to work 

If suppliers come through pur- 
chasing and are called in by pur- 
chasing, only those who have a 
pertinent story to tell or service 
to render need be sent to engi- 
neering. This saves the engineer- 
ing or production personnel’s time 
for specific application to the 
problem at hand rather than wast- 
ing it talking to salesmen whose 
products won't be needed. 
(3) Get quotations. 

When specifications permit com- 
petitive quotations the purchas- 





. . Stop making them promise one 
week delivery on those machines . . .” 


ing department’s services should 
Quotations 
should normally be requested in 


begin in earnest 
triplicate from as many responsi- 
ble suppliers as will reasonably 
cover the field. In most 
the production 
personnel originating the require- 


instances 
engineering or 


ment will have suggestions as to 
whose equipment they would like 
to seek quotations on. Purchasing 
can often add to the list. 
(4) Analyze quotations and make 
purchasing recommendations. 
The extent to which quotations 
can be analyzed by the purchasing 
department depends largely on 
the 
ing 


technical ability of purchas- 
personnel. At the least 
they can tabulate vendor quota- 


very 
tions—showing the vendor's name, 
his price, adjusted to his net de- 
livered price or price f.o.b. a 
common point, and his delivery 
date. 

Beyond this minimum pertinent 
information about availability of 
service, spare parts, and perform- 
ance, if available, should be listed 
If the item 
ant or expensive to justify an in- 


is sufficiently import- 


spection of facilities, the purchas- 
ing 
where 


department can determine 


such inspections may be 
made and arrange for the originat- 
ing department’s representative to 
go and observe units in action 
On mobile 
trucks, etc.., 


site can frequently be 


1 
handling 


equipment, 
demonstrations on the 
arranged 
so that the production or engi- 
neering people can compare the 
make their 


actual 


units and choice on 
the 


This is usually the best arrange- 


bass of perlormance 
ment because it allows production 
and engineering people to actually 
the This 
can prevent disappointments after 


see units in operation 
the unit is purchased. 
(5) Obtain approval prior to plac- 
ing order. 
Up to point, purchasing 
the 


may have done almost all of 
work except for writing the orig- 


this 


inal specification. But responsibil- 


ity for the function of the final 
unit still lies with the originator 
of the requisition 

If there are differe: 


purchasing and the origi 


ces between 
nating de- 
partment as to whose 
should be b 1 


ironed out at 


equipment 
should be 
Turn page 


i9 





Usually, if purchasing has done 
a thorough job, its recommenda- 
tion will be accepted. Quotation 
analyses should be compiled for 
each item. They make important 
records which frequently are re- 
ferred to when purchase of the 
same or similar equipment is be- 
ing considered again. 

(6) Negotiate final price, delivery 
date and issue the order. 

This is a job which is unde- 
niably purchasing’s. It can be done 
most efficiently if purchasing has 
been made fully aware of the de- 
tails and is on top of the job. 

(7) Expedite if necessary, and 
keep originating department 
aware of progress. 

It is important to obtain blue- 
prints, plans, drawings, warran- 
ties, operating instructions, parts 
lists, and all other pertinent data 
regarding the equipment as soon 
as it is available. At this point 
purchasing often can save valu- 
able time in the overall program 
of acquisition of facilities since 
frequently must be 


drawings 


made of units after the order is 
placed and prior to the comple- 
tion of engineering. 

If purchasing is diligent in fol- 
lowing up the vendor’s engineer- 
ing department and in getting the 
necessary drawings and details 
to his own engineering depart- 
ment, valuable time often is saved. 
If the project is a rush one, vigor- 
ous followup by purchasing can 
move the order more quickly 
through the vendor’s engineering 
department. 

In expediting equipment, it 
helps if purchasing is familiar 
with manufacturing operations. 
On rush jobs, it helps if the buyer 
goes to the vendor’s plant and 
talks with the production people 
responsible. 

(8) After-delivery details 

After delivery, call erection or 
operating engineers if they are 
needed. Get inspection approval 
and obtain approval for invoice 
payment by the originating de- 
partment: for final 
payment. 


release them 





Engineer 
lant Manager 
Project Engineer 
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Plant Purchasing Agent 


Asst Mirector of Purchasing 


irchasing Engineer 
TION ANALYSIS - 
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Purchasing should make a quotation analysis such as this for every major 
capital equipment purchase. Copies should go to all interested parties. 
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Purchase of land. 

In buying land, the first, and 
most important step is to obtain 
specifications and requirements. 
Purchasing can help in studies of . 
the type of location, general area 
in which the land should lie in 
relationship to population, trans- 
portation, availability to auto- 
mobile or truck access, water, etc. 

The second step is to find al-. 
ternative sites and to get informa- 
tion on tentative costs, taxes, and 
other associated factors. 

The third step is to assist the 
organization in reaching a deci- 
sion on a specific location and 
then trying to obtain it. From then 
on the negotiations for the pur- 
chasing and completion of the 
transaction follow a pattern quite 
similar to that for purchase of 
capital equipment. 

Purchase of construction or major 
maintenance. 

The steps for purchasing con- 
struction by contractors or major 
maintenance by contractors re- 
quires, first, a thorough and com- 
plete statement of the task to be 
done (specifications). At this stage 
it is not uncommon to be con- 
fronted with the problem of 
whether the company’s own per- 
sonnel shall do the job or whether 
it is more economical to have it 
done by outside contractors. 
Here purchasing should analyze 
the cost of doing it both ways. 
This often results in a change of 
policy from do it yourself to hav- 
ing a contractor do it. 


Purchasing Personnel Needs 


For the type of services out- 
lined in the foregoing the purchas- 
ing department does not need 
engineers. What it does require 
is an individual who understands 
and is interested in machines, 
and = mechanical 
processes. This type of person can 
learn to identify the various types 
of machines that are required and 
their functional parts sufficiently 
well so that they can understand 
the functional requirements of 
such a unit. 

In addition to the mechanical 
interest and understanding, he 
needs the qualifications of any 
good purchasing agent, that of 
diplomacy, analytical ability, and 
alert interest in what he is doing. 


mechanisms, 
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Does It Pay to Lease Them? 


By Leonard Sloane 


L EASING OF TRANSPORTA- 
TION equipment can solve many 
problems for the purchasing 
agent. In certain instances, leas- 
ing is a cheaper and more efficient 
alternative to other methods of 
operating your transportation. 

Transportation equipment in- 
cludes automobiles, trucks, rail- 
road cars, airplanes, ships, ma- 
terial handling equipment, and 
many other types of rolling stock. 
However, this article will only 
deal with automobiles and trucks, 
since these are of most 
to the P.A: today. 

The basic principles of leasing 
are the same, whether they are 
applied to industrial equipment, 
real estate, or trarsportation. A 
study of industrial equipment 
leasing (PURCHASING Magazine, p. 
18, Feb. 16, 1959) listed some of 
these principles, including: 

@ Leasing is a long-term agree- 


concern 


ment to meet a continuing need 
renting 1s tor 


a short period or to 
meet an emergency. 

@ Leasing avoids large cas] 
outlays and frees working capital 
for inventories, 
other purposes, 


expansion, and 

@ Leasing is basically a method 
of corporate financing, permitting 
you to obtain and use 


equipment 
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Your company may save money by adopting a leasing plan for 


cars and trucks. But you must know the facts about transporta- 
tion leasing before you can decide if it would be profitable for 
you. Here’s a survey of the leasing situation today. 


when funds aren’t available. 

@ Leasing commits you to 
fixed monthly payments over a 
given period of time. 

There are certain special con- 
siderations in automotive and 
truck leasing, however, that 
should be weighed carefully by 
purchasing executives. In auto- 
mobiles, for example, there are 
three ways to operate a company 
fleet: company-owned cars, em- 
ployee-owned cars, and leased 
cars. 

One important point should be 
considered: your company actual- 
ly utilizes for profit a system of 
transportation, rather than auto- 
mobiles as such. Transportation 
is a service your company needs 
—aid your job is to obtain that 
service in the cheapest and most 
satisfactory manner. 

Here are some of the specific 
advantages and disadvantages of 
company Cars: 


ieasing 


ADVANTAGES OVER 
COMPANY-OWNED CARS 


(1) Conserves executive time 
Your and that of other 
executives is valuable to your 
You were hired for 
ut were these 
ther men, and you can contribute 


time 


duties, as 


most to your company’s profits 
by concentrating your energies in 
these productive areas. By plac- 
ing your transportation depart- 
ment in the hands of a leasing 
company, you conserve valuable 
executive time and obtain experi- 
enced management advice as well. 
Many man-hours are saved that 
would otherwise be spent in 
buying and selling automobiles. 
There’s a good chance, too, that 
a leasing firm can operate your 
fleet more economically. The 
liaison with the leasing company 
—once the have 
been made—can be handled by a 
junior executive at your firm. 
(2) Cars are bought more cheaply 
Fleet leasing companies can buy 
automobiles than most 
other firms. Even if a company is 
recognized by the major automo- 
bile corporations as a fleet buyer, 
the chances the leasing 
organization—with its mass pur- 
chasing work out 
better deals manufac- 


turers and deale: hese savings 


arrangements 


cheaper 


are 

power Can 

with the 

are generally reflected in leasing 

costs. 

(3) Provides exact transportation 
budgeting 
When you lease 


a monthly bill 


cars, 


you re- 


ceive with all 
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charges itemized. This allows you 
to budget accurately in advance. 
It eliminates emergency charges, 
contingent costs, and large annual 
outlays for new automobile re- 
placements. It also eliminates 
your internal transportation book- 
keeping. You know exactly how 
much your fleet is costing you at 
all times 


ADVANTAGES OVER 
EMPLOYEE-OWNED CARS 
(1) Car is available for company 

business 
If you lease a car, it is almost 
always available for business pur- 
poses. Many salesmen and other 
employees have one car, which 
must be shared—at least to some 
extent—with their wives. With 
the salesman can use his 
ar whenever he to handle 
business, without fitting his sched- 
ule into his wife’s hairdresser 
appointments or luncheon dates. 
And—if there are repairs to be 
made on the leased car, the leas- 
ing company will provide replace- 
ment 
(2) Recruiting of salesmen made 
easier 


leasing, 


has 


cars. 


Many companies are limited in 
their selection of salesmen be- 
cause ownership of a car is often 
a requirement for employment. 
Some companies insist that the 
car be a late model or in a certain 
price range. This precludes the 
hiring of capable employees who 
don’t have a car of the type re- 
quired. Leasing gives the com- 
pany free reign to hire the best- 
qualified men on merit alone, re- 
gardless of their present financial 
condition. 

(3) Expense account 
tion is minimized 

Leasing minimizes expense ac- 


manipula- 


count manipulation by removing 
another item that could’ be 
padded. Companies have found 
that the careful 
checking, mileage overstatements 
can’t be completely eliminated. 
Neither the inclusion of 
personal mileage in company ex- 
pense reports. Many companies 
have found that reported mileage 
decreases between 20° and 25°, 
when a shift was made from em- 
ployee-owned cars to leased cars. 


despite most 


can 


Leasing also does away with argu- 
ments and haggling between sales- 


ADVANTAGES OF TRANSPORTATION LEASING 


Over Company-Owned 


(1) Cars are bought more 
cheaply 


(2) Provides exact 


transporta- 
tion budgeting 


(3) Conserves executive time 


Over Salesman-Owned 
Car is available for 
company business 


Recruiting salesmen 
made easier 


kxpense account manipula- 
tion 1s minimized 

Provides uniformity 

of fleets 


Cheaper and more 
uniform insurance 


DISADVANTAGES OF TRANSPORTATION LEASING 


(1) It costs more 


(2) Only one dealer can provide service 


(3) Regiments employees 


4) Lose freedom of action 


men and _ sales over 
what constitutes 
allowances. 

(4) Provides uniformity of fleets 

When a fleet of cars is leased, 
the company can specify the same 
make, model, and optional equip- 
ment for every car. This is 
obviously impossible when a large 
group of salesmen _ scattered 
throughout the country buy their 
ears individually through retail 
dealers. The company’s prestige 
is increased by the use of new, 
well-maintained cars. 

(5) Cheaper and more uniform 
insurance 

Depending upon the type of 
lease you obtain, either your own 
company or the leasing company 
will provide uniform insurance 
for all cars. Either can get insur- 
ance for a fleet more cheaply than 
each individual employee can for 
his own car. 

Of course, automobile leasing is 
not a panacea for all transporta- 
tion problems. There are some 
disadvantages, some of them based 
on the personal habits of the men 
who do the driving. Here are a 
few: 


managers 
fair mileage 


DISADVANTAGES OF 
LEASED CARS 


(1) Only one dealer can provide 
service 

When are leased, the 
general practice is to work 
through a specific dealer in the 
town where the employee lives. 
Only this dealer, who sold the car 
to the leasing company, can pro- 
vide service in town under the 
terms of the lease. This locks the 
employee permanently into one 
dealership for all his needs. If he 
is dissatisfied with the service, he 
can’t switch to another dealer or 
to an independent service station. 
(2) Regiments the employees 

Once you decide on a particular 
make and model of car, the leas- 
ing company will generally pro- 
vide that type for every salesman. 
Since the fleet-leased car is 
usually low-priced, every em- 
ployee is regimented into using 
this car. Some salesmen may pre- 
fer a make other than the one 
provided, especially those who are 
accustomed to driving a car in the 
medium or higher-priced classes. 
Resentment and bickering may 
develop from those who are 


cars 
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TOTAL 
cost 


j 
forced to change 





(3) Lose freedom of action 
When a 
strange town with a repair to be 


} 
tne 


man is stuck in PER YEAR 


made, he must check with 
leasing company first if 


This can mean one o7 


ne has a 
leased car 


. 
more long-distance phone calls, 


HOW-TO-DO-IT-CHART 





frequent and sometimes 
poor service 
go into the first repair stati 


sees and have the repairs made at 


delay 5, 


The salesman can t 


once. He must wait for approval 
and then be directed to the proper 
dealership in town for the 
(4) It costs more 

Just as in the case 


WOrkK 


ndustrial 


equipment, it 1s more expensive 


to lease than to pay cash or buy 


The 


] ry 
leasing con 





on time 


ipany 











must pay tor Service t 


(under certain plans), and make 
a profit too, in order to s 
business. Thus, ove1 
ime, a leased car 
company more 
that is owned 
Leasing Plans nonthly rental based u r- 
Bo noniMy } le é pon a pet 
There are two centage of the total cost of the au- 
and The 
lease generally does not include 
ting expenses. You operate 
fleet exactly as if it 
ympany-owned with one big ex- 


automobile leasing tomolhile noamenagion 
third one has been 1 
duced "hese are com 
tenance, finances lea were 
all-expense plan 
Complete Maintenance cept 
Under this vides the vehicles. This plan is 


‘ 
tomobiles 


ion: the leasing company pro- 


to railroad equipment leas 


het is best illustrated by this 
months fi 


usually 

the 
for 
the 


Of this amount, 2 


; two-year lease, 
nance, 11 ; ® 
ai rental might be 3 
of insurance 


All other e> 
1 


opera on 


first year and 2.76‘. for 


lician 
ROE econd 
a Ne s set aside each month as a fund 
for depreciation and interest. The 
balance goes to the leasing com- 
At the end of the 
the 


cars 


year 
rect 


oil—are paid by the lessee 
company has no contingent liabili- 
ty and when your lease expires, 
the leasing } full r 


company has full re- { 
Pome. 9 leasing iod, 
ior the resaie 


the 


pany as its 


fee 
leasing com- 
for the 
it can get. If the actual de- 


‘ 


iation is less than the reserve, 


sponsibility 
Take the case of 


models 


, 1 
‘ =) ae } ? the pest 
madi , 


Big Three 
Equipped with 


} 1 
made by the 


auto companies 4 
: . sat you receive a refund of the differ- 

transmission radio . 

signal lights, the 


monthly 


automatic 
heater, 
approximate 


‘ 


ence; if the depreciation is greater, 


and : 
you must pay the difference 


T 


leasing . 
in this 


instance, lf you pur- 


charges would be: Re 
chased a $2000 automobile, your 


Two years, maximum 
miles—$104 

18 months, maximum 

-$112 

12 months, maximum 
miles—$119 


45.000 

; payments to the leasing company 
years would total 
$1382.40—$60 per month for the 
first year and $55.20 per month for 
Of this amount, $960 
would be placed in a reserve fund 


- over the two 
45.000 : 
7 
miles 


45.000 7 
the second 


Finance Leasing for depreciation and the remain- 
der is for 


With a finance lease, you pay a the leasing company’s 
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MILEAGE DRIVEN PER YEAR 


This chart indicates that leasing becomes profitable only if a certain mini- 
mum annual mileage is recorded. In the instance above, leasing saves money 
for a company that has been paying employees 8'2 cents per mile for using 
their own cars, when a minimum of 20,000 miles per year are driven, 


management services. If the sale 
used car market is 
its book value ol $1040, 


. ; 17 
recelve all OI! 


price on the 


more than 


a good part of 


you 


the extra amount. Otherwise you 


must make up the difference 


Obviously, it is to your advan 


tage with a finance lease to have 


your cars malntaine d and serviced 
+} 


’ 
properly, since the final cost of 


the lease cannot be determined un- 


1 


til the cars have peen 
In tact, 


traded in 
some lessees charge their 

per month to cover 
abnor! 1 \ and var. If thi 
sn't needed for extra deprecia 
tion, the money is returned to the 


men at the end ol the lease 


All-Expense Plan 
This 


l One ol 
, 
the leading companie olfering 


relatively new 
his plan, Rollins 
ration, Wilmingt 
it this way 


Leasing Corpo 
Del., explain 
For as 

mile per car, 

lease that includes e 

All 


tenance, licensing, 


the drive sasoline, main- 


taxes, and in- 
surance are provided by the leas- 
You 


2000 miles a 


ing company must drive a 


minimum of month 
to obtain this rate 
The mileage charge depends on 
the type of car you lease. For in- 
(Please tw to pade 





Skilled Purchasing 


Depends on 


(ood Communications 


Here’s how one purchasing department uses effective 


communications to save time, money and gain rec- 


ognition for the job it’s doing. 


By C. D. Francisco 


' OU CAN’T make purchas- 
ing a profitable function if you 
keep all the information to your- 
elf!” That’s the theory Purchas- 
ng Agent Seymour “Sy” Ellison, 
Perfection Gear Co., Harvey, IIl., 
works And it’s a 
formula as the purchasing opera- 
Perfection 
With one assistant, two clerks 


on. successful 


tion at Gear proves. 
and one stenographer, Sy hanales 
$3.5 million of purchases annual- 
ly. Nearly 12,000 parts, 
ome purchased complete, others 


fabricated from a variety of raw 


active 


materials, are the sole responsi- 


lity of purchasing 


Perfection Gear’s purchase or- 
ders used to be loaded with type- 
written specifications — particu- 
larly for strip steel orders. Get- 
ting the orders out took a lot of 
typing time. Sy figured that if 
the steel mills had Perfection 
Gear's specifications in advance, 
a lot of the typing could be elim- 
inated. So he gave all the infor- 
the mills. Together 
they developed a system for or- 


mation to 


dering which uses a short code 
all data 
and special instructions for any 
specific SAE grade 

Now all purchasing has to do 


number to cover spec 


Perfection Gear’s P.A. Ellison (left) and assistant Michael Van Zuidam 
are both firm believers in the value of keeping the information lines open. 
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is type a code number and size 
on the purchase order. Temper, 
tolerances, gauges, identification, 
and other special instructions are 
pre-printed on each spec sheet. 
The mills know exactly what’s re- 
quired on each order because 
they also have code sheets. Typ- 
ing time has been cut drastically 
and purchase orders have been 
reduced in size, cost and number. 
When raw material is to be 
ordered, requisitions come _ to 
purchasing from planning, 
through the production depart- 
ment. Both planning and produc- 
tion have complete information 
on previous purchases’ which 
makes it possible for them to 
project company requirements. 
And the requisition form—which 
shows the last purchase date, 
monthly quantity used, and quan- 
tity on hand—takes very little 
time for purchasing to process. 


Simplify P. O. Terms 

Perfection Gear’s purchase or- 
der form illustrates a growing 
trend—simplification of terms 
and conditions of purchase. Fea- 
turing no terms at all on reverse 
side, the five-part form was de- 
signed by a lawyer. For P.A. 
Ellison graduated from law school 
in 1930. He served as city prose- 
cutor for two years, was legal 
counsel to the state director of 
the National Recovery Adminis- 
tration, and was in private prac- 
tice for two years before joining 
Perfection Gear twenty-two years 
ago. 

Convenience Terms 

“With the exception of the 
terms of the Fair Labor Standards 
Act,” Sy, “the few other 
terms the face of our pur- 
for our con- 
venience. We do know this; if you 
send out a purchase order which 
specifies a price, and the acknowl- 
edgment is returned with a dif- 
ferent price, you still don’t have 
a contract until you accept the 
counter offer. Even silence after 
acknowledgement 
does not necessarily mean that 


Says 
on 
order 


chase are 


receiving the 
the material cannot be rejected 
on our terms.” 
P.A 


stant 


that 
informa- 
tion keeps vendor, top manage- 
and all manufacturing 
functions aware of purchasing’s 


knows 
dissemination of 


Ellison con- 


ment 
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means of solicitin d receiving ; ae a 


that information 
Follow-up System 


Perfection Gear's 
ommunications 
mation in I 
me in the most economical wat Easy-to-read interim savings reports go to the boss. They are important 


he purchasing de reminders of the contribution purchasing is making to company profits 


T 
low-up system employ: 
prehensive, yet inexpensivs 
called a “shipping ing 
normally goes out five 

an order is mailed. I 
livery is required, purcha 
lows up in whatever w: 


best 


Gain Recognition 


mportal 


purchasin 


example, purcl 

a basis for a vi 
tem which daily 
ng and other depar 
tion on inventory 
A quick check 
ymputed data 


’ 
lal colun 


ndiv idual 


ber code 


ndicates 





terim savings port g ! 1. It Development of a spec-sheet by Perfection Gear's purchasing department 

another important reminder of and its steel suppliers resulted in a tremendous reduction in P.O. typing 
time. It also cut the cost of purchase orders. 

For More Information on Advertisement on P. 8¢ 

Write No. 204 on Inquiry Card—Page 32-+ 
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STOP RUST 


with 
RUST-OLEUM 
769 Damp-Proof Red Primer 


Eliminate costly surface 
preparations and save time, 
money, and metal. Just brush 
Rust-Oleum 769 Damp-Proof 
Red Primer right over the 
sound rusted surface — after 
scraping and wirebrushing to 
remove rust scale and loose 
rust. You can do this because 
the specially processed 
fish oil vehicle penetrates 
rust to bare metal—as proved 
by radioactive tracing studies 


another important 
Difference in the 


Rust-Oleum System 


How many coating manufacturers offer you a complete system that Stops Rust 
and provides lasting beauty over the years? The Rust-Oleum System does 
just that 


First—apply Rust-Oleum 769 Damp-Proof Red Primer directly over the sound 
rusted surface, after scraping and wirebrushing to remove rust scale and loose 
rust. The specially-processed fish oil vehicle in the primer penetrates rust to 
bare metal—merging the rust into the coating—saving costly surface prepara 
tions. Second—the wide variety of colors in Rust-Oleum finish coatings pro 
vides lasting beauty over the primer. Your choice of practically all colors from 
bright enamels to soft, restful pastels—all formulated for long over-the-years 
protection 


What is your coating problem? From Heat Resistant, Chemical Resistant, and 
Machinery Finishes to Heavy-Duty Top Coatings 

for use indoors and out—Rust-Oleum has the coat 

ing to meet your needs and the system for lasting 

beauty. Consult your Rust-Oleum Industrial Dis 

tributor . he has complete stocks for your use 
in maintenance, new construction, and remodel 
ing. His experience can serve you well. 


A matter of excellence J 
Distinctive as your own fingerprint. \ mesoderm sam 4 
oO - 


RUST-OLEU 


SEE OUR 
CATALOG IN 


CUS $s 


RUST-OLEUM IS AVAILABLE IN PRACTICALLY ALL COLO 


f-——— SEND FOR FREE TEST SAMPLE! ATTACH TO YOUR LETTERHEAD! -—— 


| 
| 


Rust-Oleum Corporation 
2982 Oakton Street, Evanston, Illinois 


Please send me the following at no cost or obligation 


| 
| | 
| | 
| | 
| (C_sFree test sample of Rust-Oleum 769 Damp-Proof Red Primer | 
| for rusted metal surfaces | 
| C) Complete literature with applications and color charts | 
Information on matching special colors : 
| | 





Thirty-page report on Rust-Oleum fish oil penetration 











Cold Headed 
Fasteners 
Since 1888 





OVER 5 TIMES 
THE RATE 


AT 45 2 cess COST 


Another example of how 
Hubbell Cold Heading 

produces Better Parts at 

Faster Speeds, at Lower Cost 





THE PART: 


Special 1-64 Miniature Binding Screw 


THE MATERIAL: 


18-8 High Tensile Stainless Steel 


THE METHOD: 


Hubbell Cold Heading in place of screw 
machining 


THE RESULT: 


@. Production increased from original 
rote of 7000 pc. p.d. to cold heading 
rate of 40,000 pc. p.d. 
b. Cost reduced 45% 


«. Finer Quality—More Economical 
Production 

1. Higher Tensile Strength 

2. Cleaner, Stronger Threads 

3. No Scrap Waste 

4. No Separation from Chips 


Hubbell Cold Heading may pro- 
tide equally dramatic results for 
you. Whether it is presently cold 
headed or not, send blueprint of 
part or sample for analysis and 
estimate. 


MARVEY HUBBELL, Inc. \/ 
Bridgeport 2. Connecticut 


For More Information Write No. 2 
on Inquiry Card—Page 32 
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Airborne, Analog to 


Digital Converter Is Size 


of Milk Bottle, 7 Ibs. 


Airborne, electronic 
weighs only 7 lbs., and is slightly 
larger than a milk bottle. Known 
as the Multi-Channel Analog-to- 
Digital Converter, Model CG 591, 
the new 
completely 


system 


smallest 
airborne 
include 
guidance and 
stability of flight vehicles such as 


system is the 
solid state 
converter. Applications 


measurements for 


drones and 
balloons, as well as high reliability 
measurements in ground installa- 


satellites, missiles, 


tions for data acquisition and re- 


duction systems Advantages 
contains an automatic error check- 
ing system and digital readout: 
no function is sacrificed in spite 
of the system's low power require- 
ments. C. G. Electronics Corp., 
Albuquerque, N. M 


Write No. 17 on Inquiry Card—Page 32 


Swivel-Base Chucks 


Permanent magnetic chuck has 
This 
usefulness of this holding device 
for all kinds of flat or angular 


machining operations. Allows tilt- 


swivel bases increases the 


ing of the chuck and work piece 


to 45 degrees right or left of cen- 
is set directly 
from an integral graduated dial 
O. S. Walker Co., Inc., Worcester, 
Mass 

Write No. 18 on Inquiry Card—Page 32 


ter. Exact position 





ie a So | 


AND TRACK 


RAI l EQUIPMENT 


You can get everything you need for 
industrial track and crane runways 
— with one call to your nearest Foster 
office. Immediate deliveries from the 
nation’s largest warehouser of rails 
(both new and relaying), switch ma- 
terial, and track accessories. Send 
for free catalogs and ordering guides. 


I. B FOSTER co 


PITTSBURGH 30 + ATLANTA 8 + NEW YORK 7 
CHICAGO 4 + HOUSTON 2 + LOS ANGELES 5 
For More Information Write No. 206 
on Inquiry Card—Page 32 








Shippers 
Agree... 


It's P-l-E! 


PACIFIC INTERMOUNTAIN EXPRESS 
TERMINALS AND OFFICES 
N PRINCIPAL CITIES 
GENERAL OFFICES: P 
14th AND C 


P.O. BOX 958 


E BUILDING 
LAY STREETS 


OAKLAND 4, CALIF 











For More Information Write No. 207 
on Inquiry Card—Page 32 
For More Information Write No. 208 
on Inquiry Card—Page 32— 
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10 hours’ work in an 8-hour shift! 


That's the production advantage of the 
Yale Industrial Tractor Shovel 


Yale Materials Handiin j 
Products: Gasoline, Eiectric, Diese! and LP-Gas Indus 


v 


v 


Here are the features that make the Yale In- 
dustrial Tractor Shovel outstanding... 


PRECISELY CONTROLLED HORSEPOWER! 
72 hp. 6 cylinder engine provides smooth 
power through matched torque converter and 
Yale torque transmission (fully automatic). 
One speed in both directions. Inching control 
permits delicate close-quarter maneuvering. 
Extra punch for impact loading. Accelerates 
to 13 mph. in 5% seconds. 


PERFORMANCE! 2500 Ib. carry capacity. Ex 
clusive45° bucket tipback permits faster load 
ing and lowest carry position for faster trans 
port with minimum spillage. 6’ dumping clear- 
ance permits dumping into bins and hoppers 
out of range of other — even larger — tractor 


The Ya sring Company. Manufacturing Plants: Philadelphia, Pa 


shovels. Shortest turning radius, too—only 73” 
SAFETY! Safety-curve lifting mechanism mem 
bers never rise alongside the operator. Front 
and back working lights provide extra security 
DEPENDABILITY! Rugged design «+ sealed 
brakes and electrical system + protected steer- 
ing linkage + 10 ply tires—all adds up to more 
work at less cost...more production hours. Full 
range of buckets and attachments available 
Field applications prove that these features 
add up to 25% more work per hour—10 hours’ 
work in an 8-hour shift. For a demonstration 
in your plant or complete information con- 
tact your Yale representative. Or write The 
Yale & Towne Manufacturing Company, Yale 
Materials Handling Division, Dept. YT 2-H 


* i ues me 
eha 
“¥ ae 


Peed © TRACTOR SHOVELS + HOISTS 


Forrest City, Ark 


« Warehousers « Hand Trucks « Industrial Tractor St « Han c Hoists 
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Don’t get lost in a maze of wires! 


Conversion Unit 
Eliminates Heavy Belting 


Low cost, compact conversion 
unit eliminates all heavy belting. 
Power may be supplied by direct 
coupled motor or variable speed 
drives. Unit imparts a chatterless 
cutting action to the table even 
when taking heavy cuts through 
alloy steel. There is no surge when 
openings are encountered in sur- 
faces being planed. Electric swing 
over controls permits operator to 
work from either side. Table may 
be inched to fractions and surface 
speeds from 5 to approximately 
100 ft. per minute (milling speeds 
available). Stromberg Carlson 
Tool & Die, 226 E. Sixteenth St., 
Traverse City, Mich. 


Cut cost of assembly by as much Write No. 19 on Inquiry Card—Page 32 
as 697, with printed circuits on | SyvreSrenss ane 
TAYLOR copper-clad laminates palit 


Conventional circuitry is a maze of wire and spa- 





ghetti. It is costly to assemble and unpredictable 
in performance. A printed circuit on TAayLor 
rolled copper-clad laminate is a strong prefabri- 
cated part of known reliability. This quality is 
largely due to the new finish on the copper. Both 





solder and ink go on uniformly. The handling of one 
part alone can cut assembly costs as much as 65%. 
And there is an important passalong benefit: field 
repairs, when necessary, can be made easier and more economically. 
Write TAYLOR Finre Co., Norristown 36, Pa., for complete details. 
Pressure-sensitive tape wrapper 
replaces a metal stack-rod and 
cotter pin formerly used to stack 
1h Truare retaining rings for assem- 
Of bly with the company’s applicators 
and dispensers, The tape is color- 
coded by ring type and, for fur- 

LAMINATED PLASTICS VULCANIZED FIBRE (Please turn to page 92) 

For More Information Write No. 209 on Inquiry Card—Page 32 
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New ELPAR Model F-45T, Electric Powered,Rated 3000# Cap. at 24” 


New ELPA Fork Truck 


... built for FAST handling in TIGHT places! 


Faster lift speeds . . . increased travel speeds . . . ductive because it maneuvers easily. Because it's 
tighter turning radius . . . shorter wheelbase — electric powered, it can start fast and reverse 
are just a few of the important features of this direction at a flip of a switch. With knuckle type 
modern ELPAR fork truck, available in 3000 and steering axle it handles as easily as an automobile. 


4000 pounds capacit 
, , To get more work done per hour — day in and day 


For faster handling in confined spaces, crowded out, with maintenance costs at an all time low, in 


docks, in freight cars or trucks — it's more pro- vestigate this efficient ELPAR electric powered truck. 
Write for more detai/s — Ask for the new F-45T bulletin. 


THE ELWELL-PARKER ELeEctTrIic coMPANY 


4035 ST. CLAIR AVENUE + CLEVELAND 3, OHIO 


In Canada: International Equipment Company, Ltd. 


ELECTRIC TRUCKS DOUBLE THE: LIFE ...ONE-THIRD THE OPERATING COST 


For More Information Write No. 210 on Inquiry Card—Page 32 
Marcu 2, 1959 





Picture of worker saving money 


She’s helping cut inventory 50% 
with Steiner roll towels 


Here’s why you can cut inventory costs and save ware- 
house space with Steiner Company controlled roll paper towel dispensers 
in your washrooms: Towel supply lasts longer because users take only 
amount they need. Means less inventory . . . ties up far less Warehouse 
pace. You need only half as much storage space because a case of any 
given size holds twice as many rolled towels as folded. You can cut your 
inventory as much as 50 percent with Steiner dispensers. 

Put them in your washrooms on a trial basis and see 
how you save. Your local janitorial supplier or sanitary paper distributor 
can help you. . . there is no charge for the dispensers. For more infor- 
mation send in the coupon below. 


740 RUSH STREET, CHICAGO 11, ILL, DEPT. C-3 


Please send me free bulletins on Steiner controlled roll paper towel 
dispensers 


NAME_ = — 


ee 


ee 








For More Information Write No. 211 on Inquiry Card—Page 32 
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(Continued from page 90) 


ther identification, bears both the 
ring series and size number. The 
rings are loaded into the dispenser 
simply by sliding the entire Rol- 
Pak over the spring rail and per- 
mitting the pack to slide down to 
the base. The tape extension at 
the top permits the wrapper to 
be removed in a single downward 
motion, as illustrated. Rol-Pak is 
available for Truare Series 5103 
Crescent rings, Series 5133 E- 
rings and Series 5144 Reinforced 
E-rings. Waldes Kohinor, Inc., 
Long Island City, N. Y. 

Write No. 20 on Inquiry Card—Page 32 


Formable Paper Materials 


Paper base materials can be 
formed into an almost limitless 
number of everyday objects. 
Range of forming possibilities with 
new high stretch paper base mate- 
rials is shown here. In foreground 
is speaker cone for radios. Marble- 
like design on double box shows 
decorative surfacing possibility 
plus use of a double cavity mold. 
White rigid meat tray is made 
from sheet laminated with poly- 
styrene. Natural kraft brown box 
shows 12 ply type indicating 
heavy wall sections, These new 
thermoplastic and paper combina- 
tions can stretch as much as 60 
percent during the forming proc- 
ess without breaking. Size of the 
objects that can be formed is 
limited only by the size of ma- 
chines now available to do the 
production jobs. But there is no 
reason why machines can’t be 
built that would form objects as 
big as an automobile body top. 
The stretch is there and this basic 
quality permits the creation of 
many compound curves within a 
single product. Cincinnati Indus- 
tries, Inc., Cincinnati, Ohio. 

Write No. 21 on Inquiry Card—Page 32 

For More Information Write No. 212 
on Inquiry Card—Page 32— 
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better living with stainless steel 


Now, at leading stores everywhere, you will see gleaming, carefree 
stainless steel in many new displays. New stainless cookware, flatware. 
tableware, ovens, hot plates, appliances and other beautiful things to 
make your home brighter. your living easter. Shop your favorite store 


and you will realize there is no substitute for stainless steel for homes 





and home products. 


- 


STAINLESS 


1 GH @QuUAtLtT Y 7S 84 A N D 


for homes and home products 


| McLoutH Stee. Corporation overroit, micHiGan 


MAN FA RER O F STA NLESS AND CARBON gin 








NEW IDEAS IN werrrtctsncn oer 
PACKAGED POWER rere vowce 














New tubeless 0.1% a-c line regula- 
tors give up to 5kva out. High output 
and fast response result from a unique 
combination of semi-conductor and 
magnetic amplifier principles in the 
new Sorensen Model R3010 and R5010 
a-c line regulators. Model R5010 (left) 
puts out up to 5kva and Model R3010, 
3kva. Provision for remote sensing al- 
lows you to hold regulation accuracy at 
the load despite length of output leads, 
and, with an external transformer, 
permits regulation of any a-c voltage. 


























- 


J 











Broadest line of a-c regulators. A 
complete line of electronic a-c regulat- 
ing equipment, supplying powers as 
high as i15kva, is manufactured by 
Sorensen. Single phase and 3 phase, 
50, 60, 400 cps, 115 and 230 vac mod 
els are available. Good example of 
these is the 10kva Model 10000S sup 
ply (left). Others: Precision a-c regula 
tors (+0.01%) for labs or meter cali 
bration; and fast-response low-distor- 
tion a-c regulators where line transients 
must be reduced to a minimum. 














... and rugged, economical MVR’s. 
Low cost, low distortion, long life and 
a broad selection of models are out 
standing features of Sorensen MVR's 
(Magnetic Voltage Regulators). Capac- 
ities range from 30 to 2000 va. Regu- 
lation is on the order of +0.5%. Both 
harmonic-filtered and unfiltered mod- 
els are available with 115vac out. Mod- 
els for 6.3 and 12.6 out, unfiltered, 
also available. 


Sorensen makes a complete line of packaged power equipment~—including 
regulated d-c supplies, inverters, converters and frequency changers. Despite the 
breadth of the standard Sorensen line, our engineers are always ready to discuss 
your specialized power requirements up to complete power systems for complex 
computers or other critical equipment. Write for complete data. 8.43 


SORENSEN & COMPANY, INC. 


Ss Richards Avenue, South Norwalk, Connecticut 
WIDEST LINE OF CONTROLLED-POWER 
EQUIPMENT FOR RESEARCH AND INDUSTRY 


IN EUROPE, contact Sorensen-Ardag. Zurich, Switzerland. IN WESTERN CANADA, ARVA. 
IN EASTERN CANADA, Bayly Engineering, Ltd. IN MEXICO, Electro Labs. S. A.. Mexico City. 
For More Information Write 213 on Inquiry Card—fage 32 
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Center Column Machine 
for Cast Tron and 
Aluminum Parts 


Center-column type machine 
tool processes a variety of cast 
iron and aluminum pump bodies 
at a production rate of 100 parts 
per hour at 100 percent efficiency. 
The problem of handling a variety 
of similar parts having differences 
in locations and sizes of holes with 
a machine of maximum compact- 
ness is solved in this design, Fig. 
1, by utilizing an unusual double- 
index system with two-position 
fixtures. The differences in part 
materials are accommodated by 
providing all machining heads 
with change gear boxes. The drill- 
ing and tapping head _ spindle 
speeds are increased for the 
aluminum parts by reversing a 
pair of drive gears. Milling head 
cutter speeds are changed by re- 
versing a pair of drive pulleys. 
Snyder Corp., 3400 E. Lafayette, 
Detroit 7, Mich. 

Write No. 22 on Inquiry Card—Page 32 





“Sorry, but I can't accept favors 
from a supplier.” 
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US) ROYAL V-BELTS 
ar 




















Resend 
JL 


. S. ROYAL V-BELT 


| NEW | all new because its cords are treated by an entirely 


new automation process. Every cord is impregnated 
with latex in every fiber (not merely surface-coated ). Every 
cord is then built into the belt under tension, with errorproof 
electronic precision to insure that each will pull its uniform 


share of the load. 





























NEW | all new because the belt is cured by a unique method 


of molding developed by U. S. Rubber. Consequently there 
can be no inner or outer imperfections, no harsh bumps. This means 
smooth-running performanc e, long belt life 


| NEW | all new because the new covers of new fabrics 


become a homogeneous blend through new molding techniques. 


This results in longer belt life by increasing wear resistance 


NEW. all new because this new method of construction 


results in strength to spare...a reserve of strength which combined 


with vibration-free running, results in greater drive efficiency 


NEW | all new because U. S. Royal V-Belts feature perfect 


matchability. Born matched, they stay matched. 


U.S. Royal V-Belts are in stock at all “U.S.” 


Transmission Distributors.  , . " 


When you think of rubber, think of your “U.S.” Distributor. 
He’s your best on-the-spot source of technical aid, quick 
delivery and quality industrial rubber products. 


Mechanical Goods Division 


United States Rubber 


ce) i mee mee Y ic) St ya 7 ele enat] ia Ble] mal islti sa i) Va i0).|.| 4 Me) lejleltleng | 
Rockefeller Center, New York 20, N.Y. In Canada: Dominion Rubber C 


: For More Information Write No. 214 on Inquiry Caord—Page 32 
Marcu 2, 1959 





“FAIRFIELD 


wat FAIRFIELD 


Facilities CAN MEAN TO YOU 





1. 


MASS PRODUCTION ECONOMY—Large or small, you get the 
benefits of high production rates and big volume output at Fairfield 
—where fine gears are produced to meet your specifications 
EFFICIENTLY, ECONOMICALLY! 


QUALITY PLUS—There is no finer recommendation for the quality 
of the product you sell than to be able to say it is “EQUIPPED 
WITH FAIRFIELD GEARS!” 


DEPENDABLE SOURCE OF SUPPLY—Fairfield is one of America’s 
largest independent producers of precision-made, automotive type 
gears for leading builders of construction, agricultural, industrial, 
marine, and automotive equipment. 

BACKED BY EXPERIENCE— Unexcelled facilities in an ultramodern 
plant backed by more than thirty-five years’ experience in pro- 
ducing Spur, Herringbone, Spiral Bevel, Straight Bevel, Hypoid, 
Zerol, Worms and Worm Gears, Splined Shafts, and Differentials 
to customer's specifications. 


ENGINEERING SERVICE—Fairfield engineers are qualified to make 
expert recommendations on your gear production requirements. 
Your inquiry will receive prompt attention. 


FAIRFIELD 


MANUFACTURING CO. 





2321 
S. Concord Road 





Lafayette, 
Indiana 
For More Information Write No. 215 on Inquiry Card—Page 32 
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Torsion Balance Cuts 
Weighing Time 60% 


Weighings now can be made in 
13 of the time with this Dial 
Balance according to the manu- 
facturer, The Torsion Balance 
Company, Clifton, New Jersey. 
Its capacity is 120 grams. Features 
a simple graduated dial which can 
be turned without arresting the 
oil-damped balance, replacing the 
time-consuming “cut-and-try” pro- 
cedure. This means that the time 
consuming portion of the weigh- 
ing (below one gram) literally 
can be “dialed in” in 1/3 the time. 
Write No. 23 on Inquiry Card—Page 32 


Hydraulically Operated 
Turn Table 


Hydraulically operated turn 
table with single or double row of 
roller conveyor is now available 
in widths, capacities and lengths 
to suit most requirements. This 
new turn table can be raised by 
use of a hand hydraulic cylinder 
or motor driven hydraulic pump. 
It is then turned to proper posi- 
tion and lowered. The use of this 
Sage turn table permits closer 
spacing of rollers at point of trans- 
fer, thus permitting easy flow of 
material. Sage Equipment Co., 
Inc., 30 Essex St., Buffalo 13, N. Y. 
Write No. 24 on Inquiry Card—Page 32 
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Ask for any or all of these reference materials 
on La Salle cold-finished steel bars 


% 
’ 
( 
¥ 


} 


most complete 


line of standard 


and special 


cold-finished 


STEEL BARS 


Rounds . . flats. . extra wide flats . . squares . . hexes. 
Always available in a full range of popular standard 
sizes and lengths. 


Cold-drawn turned and polished . . ground and 
polished. Exceptional size accuracy, straightness, con- 
centricity, and uniformity. Produced to standard or 
special tolerances. 


Carbon and alloy steels. La Salle produces a broad 
line of high quality cold-finished steel bars in AISI and 
SAE carbon and alloy grades. 


Screw machine steels. For improved machinability and 
increased production, La Salle offers the finest lead 
treated or resulphurized steel bars. 


Furnace treated steels. Careful furnace treatment de- 
velops required physical properties through quenching 
and tempering. Annealing improves machinability. 


—AND THESE EXCLUSIVE SPECIALTY STEEL BARS 


FATIGUE-PROOF® . . produced by “e.t.d."” (Elevated 
Temperature Drawing) process. Guaranteed 140,000 
psi minimum tensile. Fast machining. No heat treating 
necessary. 


STRESSPROOF® with copper contains copper for 
improved machinability and other properties. Guar- 
anteed yield, 100,000 psi in all sizes. 


LA-LED® a lead bearing, fast machining steel. 
Machines twice as fast as B-1112 45% faster 
than B-1113. Excellent ductility sounder cross 
section. Permits better carburizing. 


Super LA-LED® . . fastest machining steel ever com- 
mercially developed. Ideal for parts which previously 
could be machined economically only from brass. 
Excellent ductility and carburizing qualities. 


Please send the follow'ng literature: 





Sa Salle STEEL CO. 
“x 


1432 1SOTH STREET 
HAMMOND, INDIANA 


[_] How to make your own machine and 
repair parts quicker and easier 

C) ¥ all chart listing 241 AISI grades 
of cold -finished steel bars 

[] La Salle Leaded Steels 

[] A new material . . (the story of 
FATIGUE-PROOF steel bars) 

() Teday’s Improved La Salle 
STRESSPROOF steel bars 


Name 
Title 
Company 


Street 





City___ 
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Containers 


ONLY MEAD 
BACKS UP CONTAINER QUALITY 
WITH A BOND! 


$500,000 bond assures you of |.C.C.-approved quality standards 


Every Mead Bonded Container you buy is bonded to insure that it equals or exceeds 
specifications set up under Rule 41, Uniform Freight Classification and Rule 5, 
National Motor Freight Classification. If a Mead Bonded Container does not meet 
|.C.C.-approved standards, Mead will immediately pay the full cost of defective 
containers or rush replacements to you. 


Mead Containers, Inc. has complete confidence in the quality of its corrugated 
shipping containers produced in 14 strategically located plants. This quality 
assurance, plus the best in container research and design services, is yours when 
you specify Mead Bonded Containers. 


For information, write or call collect your nearest Mead Containers office. 


MEAD CONTAINERS, INC. 


Executive Offices, 4927 Beech St., Cincinnati 12, Ohio 


National Sales Offices, 230 Park Avenue, 
New York 17, N.Y. « 6124 N. Milwaukee Avenue, 


containers Chicago 46, Illinois and in principal cities 
Subsidiary of THE MEAD CORPORATION 
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To Get ecr 
. ‘ " Small Hole Driller Stops 

The Grain og > Small Drill ca tany 

That Takes 

The Strain 


WRM PRECISION > 
ANNEALED SPRING TEM- a aad ap . 
PER PHOSPHOR BRONZE ' > Precision tool makes small hole 


drilling simpler, faster and more 
economical. For use on milling 
machines, jig borers, lathes and 
4 Upper photomicrograph drill presses. . Simply Sage _. 
shows the fine even, grain position and control the dri ling 
structure resulting from WRM pressure with your finger tips. 
precision annealing. This Pays for itself quickly because 
structure gives the metal up to it practically stops drill breakage, 
30% greater fatigue life plus and drills stay sharp up to 400 
the incre ased formability that percent longer because you “feel” 
enables it to take the strain of the correct cutting pressure. 
severe bends as shown above. Hunter Tool, P. O. Box 564. Whit- 
tier, Calif. 
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; Coating Process Prevents 
Hydrogen Embrittlement 
ORDINARY ANNEALED : 


SPRING TEMPER > ' Kf 
PHOSPHOR BRONZE § 


For more information on 4 Lower photomicrograph 
WRM precision annealed shows coarse uneven grain 
pheaghes Gronse send for that causes the type of crack- 
this new, free bulletin. ing shown here. 


ROLLING MILLS, INC. a 

Main Offices & Plant: ee ms A low cost method for vacuum 

~ Waterbury, Conn, Tel. Plaza 4-131 : depcsition of cadmium makes it 
bee 


. mY re | possible to protect high tensile 


steels against corrosion without 
danger of hydrogen embrittle- 
ment. The method compares to 
electroplating with respect to 
process cost and quality of coat- 
ing. Samples, some of which had 


* In Phila. — ADams 3-1869 
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been flexed repeatedly, have 
passed 96 hour salt spray and salt 
bath tests without trace of cor- 
rosion. Expected to find applica- 
tion in industry for use on parts 
made of high heat-treat steels, 
which tend to become embrittled 
when electroplated. NRC Equip- 
ment Corp., 160 Charlemont St., 
Newton, Mass. 

Write No. 26 on Inquiry Card—Page 32 


Rolling Mill ‘“‘“Mike” 
Is Safe For Hot Metals 


Rolling Mill Micrometer No. 18 
is designed for measuring sheet or 
strip metal as it rides off the rolls. 
Has a one-inch range by thou- 
sandths. Is equipped with plastic 
handle and large winged locking 
screw to permit its use even while 
wearing large protective gloves 
Rugged construction will with- 
stand rough treatment in many 
steel mill and other applications 
Winged locking screws can be 
placed on either side for conven- 
ience. The anvil has simple zero 
adjustment and the relationship 
between the spindle and thimble 
is fixed so that it will not 
change because of excessive force 
in turning the thimble. Brown 
& Sharpe Manufacturing Com- 
pany, Industrial Products Divi- 
sion, Providence 1, Rhode Island 
for Bulletin No. M67. 
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Armstrong Marketing 
Eastman 910 Adhesive 


Eastman 910 Adhesive, the 
unique bonding material de- 
cribed in an earlier issue, will be 
marketed by the Armstrong Cork 
Co., Lancaster, Penna. 
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NGTH 


Here’s irrefutable proof of greater bolt 
strength! The Robert W. Hunt Com- 
pany tested Harper Stainless Steel 
Machine Bolts in comparison with sim- 
ilar bolts of three other leading manu- 
facturers. The results—Harper bolts had 
35% greater tensile strength; 15% 
greater shear strength; 26% greater 
yield strength! Get the facts in a com- 
plete report prepared for you. 


Harper Distributors are everywhere! 
. . See your Yellow Pages! 


P.S.1. 
THOUSANDS O 10 40 650 60 70 80 90 100 110 120 


TENSILE 








© CORROSION-RESISTANT 
*, FASTENINGS 


HARPER 


Re. aa es ee, Ps gor ot wa. * 
H. M. HARPER COMPANY 
8201 Lehigh Avenue * Morton Grove, Illinois 


Gentlemen: 


Please send me your report on “Greater 
Bolt Strength” at no cost or obligation. 


PET EP ELE PLTLLELELILiLi ily ft | 
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When Should Office Equipment Be Replaced? 


‘ 
N EVER AN easy decision— 
many things enter into the prob- 
lem of determining the exact time 
for replacement of office equip- 
ment. 

follow a regular 
routine regardless of the remain- 
ing useful life. This can be a sure 
way of wasting capital dollars in- 
vested in office equipment. Others 
wait until the “fall apart” time 
an equally unprofitable _ pro- 
cedure. Trade-in values have not 
only vanished but work has been 
on equipment 
under the lowest extremes of in- 
efficiency 


Some firms 


processed such 


Actually no two given offices 
have the same time at which re- 
placement should be made; there 
are far too many individual fac- 
tors involved in the use of every 
piece of office equipment. Only 
where each factor is weighed and 


considered carefully can manage- 
ment be assured that the right 
time for replacement has been 
chosen. 

Average replacement periods 

are affected by a number of fac- 
tors. The degree to which each is 
exercised affects the rating. Here 
are the more important: 
Volume of use: Any office ma- 
chine can be used twice as much 
every working day in one office 
as in another. Those units which 
receive hard and consistent use 
all through the business day, 
week after week, necessarily have 
much shorter useful life than 
those used only intermittently. 

In many offices the complicated 
problem of setting up useful life 
periods can be avoided by rotat- 
ing machines from spot to 
another. At one desk, for example, 
an electric typewriter can be used 


one 





RECOMMENDED 


\dding—listing machines ...... 


REPLACEMENT 


vars 
Electric 


10 7-8 


Manual 


\ddressograph & graphotype machines .. 10 


Air conditioners 

Calculators, key driven 
Calculators, rotary 

Checkwriters 

Dictating & transcribing machines 


5-6 
10 
10 


Duplicating machines, rotary spirit type 


Duplicating machines, stencil type 
Duplicating machines, 
Duplicating machines, rotary 
Duplicating machines, plate or mat 
Folding machines 

Letter openers ; 

Postage meter machines Su 
Posting machines, partial electric 


Posting machines, complete electric 


gelatine type 


Scales, parcel post, autom computing 


Time clocks and recorders 
Time stamps 


Typewriters, billing machines 





so hard and consistently that its 
useful life will be reduced by half. 
At another desk, one will be used 
for perhaps only two or three 
hours a day and have 50% more 
life. Rotating the two machines 
equalizes their life expectancy. 
Regular maintenance: In an of- 
fice where maintenance comes 
only after “break-down”, useful 
life can be reduced by as much 
as 25°. Office equipment can con- 
tinue to do a job even though it 
has not received proper cleaning, 
adjustment, and similar routine 
maintenance. But the extra wear 
and tear exerted on the parts not 
only shortens useful life but 
creates a marked decrease in per- 
formance efficiency. 

Office equipment maintenance 

never costs extra money. It saves 
dollars, not only by keeping gen- 
eral overhead down but also in 
prolonging the useful life of the 
machine. 
Skilled operator use: Any piece 
of equipment which has been used 
by only a skilled and efficient 
operator can be expected to de- 
liver its normal, useful life. In 
some cases this can even increase 
the life by as much as 10%. 

When equipment is used by 
semi and unskilled employees its 
life is usually cut by 15% to 
20% even though proper mainte- 
nance has been given the ma- 
chine. This is particularly true 
on the more complicated types of 
office machines. With units repre- 
senting a particularly high invest- 
rent of capital funds, it is seldom 
good policy to attempt to cut pay- 
roll costs with the employment 
of semi-skilled personnel. 
Current maintenance costs: Just 
as there comes a time when the 
maintenance and repair costs of 
the family car are too great, a 
similar condition applies to office 
machines. Usually this 

(Please turn 104) 


occurs 


to page 
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bon efficiont easing, 
the best semetanies 





REACH FOR KLENZO 


a Klen3o ehoses equally good. 
uropped uu paper or cased in wool 


Pick the eraser that best meets fresh eraser core . . . quick, fingertip 
, resharpening 
your needs from this . 


complete Blaisdell selection: KLENZO-THIN* Thin diameter core 


permits positive pin point erasing Paper e 
KLENZO-33* Can be sharpened tc wrapped for Klenzo economy. 
long, tapered point for ultra-effective 
V4 no Combir fame 
small area erasing. C bines 5) is NEW WAY Paper-wrapped for gentle 


Klenzo quality with convenient wood cas 





erasing of pencil and carbon work. Cleans 


ing. Unequalled for ballpoints as it corrects; leaves paper smooth PENCIL COMPANY 
BETHAYRES, PA 
KLENZO* The standard for erasing | 


*Available with and without brush 


At better stationers everywhere. 


ink and typed copy cleanly 
Paper wrapping assures 


i< 
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STRETCH PAPERWORK $$$ 
PERWORK WASTE 


Trademarks Reg. U.S. Pat. Off 


Save yourself a tidy sum through neat 
handling of day-to-day paperwork prob- 
ems. Filing ts a snap with Eberhard 
Faber Star Bands 


supple and strong. Stat 


Rubber Lastingly 


Rubber Bands 


stretch to seven times their length... 


spring back to bundle papers snugly with- 
out crimping. Aad to banish errors with 


a nudge, no smudge — use Eberhard 
Faber 


block and pencil-type 


“Paper-Mated” Erasers — disc, 


Team up Eberhard Faber Erasers and 
Rubber Bands for efficiency at every desk! 


Makes Paperwork a Snap 
)10th Anniversary, 1849 1989 
3 CARE 
ER FADE! 
WI! KES-RARRE, PA. e NEW YORK e@ TORONTO, CANADA 
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(Continued from page 
very near the end of the useful 
life of the machine. Even though 
most machines represent substan- 
tial capital investment today, it 
is far better to replace them at 
the proper time than to pour over- 
head dollars into excessive main- 
tenance. ‘ 

Operating conditions: If equip- 
ment is used under extremely 
severe or adverse conditions, its 
normal useful life will always be 
materially shortened. Humidity 
and heat, for example, severely 
affect the life of all metals. If the 
equipment is used under condi- 
tions of great variance from the 
normal, the useful life will be 
affected by the degree of variance. 
Quality of maintenance: The 
skill efficiency of the me- 
chanic who works on a modern 
complicated office machine will 
have a great deal to do with de: 
termining when that unit shall be 
replaced. There have been many 
where 


and 


cases maintenance 
and repair work has actually cut 


normal useful life in half, 


poor 


Future use: The severity of use 
expected from equipment in the 
year ahead should always be con- 
sidered. As any unit nears the end 
of its useful life, its efficiency de- 
creases and it becomes subject 
to breakdown and need for repair. 
Where only sparse use will be 
applied, it can do the job for an- 
other year. Where severe use is 
certain, replacement is very defi- 
nitely in order. 

New inventions or _ improve- 
ments: One should never lose 
sight of the fact that office over- 
head costs enter into the problem. 
If inventions or improvements 
materially reduce general 
overhead cost, it is seldom wise to 
money by putting off re- 
placement of the old machines. 
The additional overhead involved 
in discarding a few remaining 
useful life is, in most 
cases, a great deal less than the 
difference in cost of use between 
the old and the new. 

Applying each factor properly 
can give assurance that maximum 
return is always being obtained 
from the capital investment in of- 
fice equipment. 


can 


“save” 


years of 





WATCH FOR 


THE 1959 


VALUE 


ANALYSIS 


ISSUE! 


COMING 


JUNE 8TH 








For More 


build efficiency. 
Order today from 
your local stationer. 


BOSTON 


DESK 
BOSTON CHAMPION 


4 decorative coiors; 
blue— green— sandtone— gray 


The finest in convenience! Boston 
Champion portable pencil sharp- 


eners save time... 


§ 
BOSTON 
q 


C. HOWARD HUNT PEN CO., CAMDEN 1,NJ. 
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Now-—electronic dictation comes of age through McGraw-Edison’s inventive heritage! 


Take the mike... 


see how the new M-E Voicewriter 
helps you break through the “time-barrier” 
to new success! 


You'll take the mike . . . dictate . .. and sud- 
denly you'll realize that electronic dictation has 
come of age... that any other dictating method 
is now old-fashioned! 


features? All you would expect to find in the 
hnest ... and then some! 


Think we've exaggerated ? We offer vo a 
friendly challenge to “take the mike’’—see for 
yourself! Contact your nearby Edison Voicewrite: 
representative now ... or write us at the 


You'll see how 70 years of experience in office 
correspondence . . . plus McGraw-Edison continu- 
ing research .. . have made this M-E Voicewriter 
the finest dictating instrument ever built. Its 


addre SS 
below. Once you take the mike .. . your talk will 
be our best sales talk! 


Voicewriter 


A product of Thomas A. Edison Industries, West Orange, N. J. 
In Canada: 32 Front St. W., Toronto, Ont. 
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Remittance Control 


National ; offers business 


.--rhe world’s most 


versatile line of Data 


Recording Machines 


Class 21 
SALES-TRONIC® 


Posting and Analysis 


Class 6000 
SALES -TRONIC * 


New profit frontiers in data processing 


Regardless of the size or type of your business, simplicity can 
be achieved when several accounting functions are combined into 
me. Each National Data Recording Machine provides this sim- ; 
; * , ' ae , : ry " p - National creates punched tape or 
plicity. It controls the original entry. It produces all the necessary cards as an automatic by-product 


“hard copy’! It accumulates controls for daily balance, flash of a necessary accounting function. 


reports, and a direct tie-in with the processing equipment. It 


creates punched tape or cards as an automatic by product of a 


recessary acco ing ch . . 
: ' ccounting function, For more information on how 


National Simplifies Data Proc- 
essing, call your National Rep- 


National's ability to simplify data processing brings many sav 


] 


ings to oflice automation: elimination of work duplication 


less papel work 2... increased accuracy .. . reduction of peak resentative today. 


clerical loads . . . and provides immediate data for your process- 


ing equipment 
* TRADEMARK REG. \ S. PAT. OFF 


THE NATIONAL CASH REGISTER COMPANY ° Dayton 9, Ohio Sational 


1039 OFFICES IN 121 COUNTRIES 
ae a a a VERSATILE DATA PROCESSING 
ADDING MACHINES + CASH REGISTERS 
ACCOUNTING MACHINES - NCR PAPER 














75 YEARS OF HELPING BUSINESS SAVE MONEY 
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& . ae 


PENCILAY PENCILB PENCILC  MIRADO 





Daring live “r\Y/ tests witnessed by top 
purchasing agents from coast to coast 


...proovve EAGLE MIRADO 
the lowest-cost writing pencil you can buy! 


e TV broadcast by quickly pays for itself. (Remember 
Danbury to 12 cities in the _ pencils, office workers earn over 
Thousand f Purchasing They saw proof that mirav« 
n of the P.A.’s can keep writing comfortably right 
e analysis measures They saw proof that mirRaD 
formance in use, too actually needs fewer pencils 
These P.A.’s saw proof of MiRADO’s cost-cutting performance. The experts drew their owr 
They saw pr f th at MIRAL Stay harp longer...so it MIRADO Is the least exper 


«4 EAGLE VERITHIN tops all colored pencils, too! 


hat VERITHIN sr 


WANT YOUR OWN PROOF? Write for free samples and complete test figures. EAGLE PENCIL CO., DANBURY, CONN. 





Office Equipment 


THE BEST BUY |e 


for years has bothered typists of 


technical material has now been 


for increased found. 
A method of using a standard 


//, pitt typing output manual, electric or — 
“roti : spacing typewriter for special im- 
1 /, and improved pressions needed in the field of 
C Uy: € typewritten copies electronics and electricity is the 
subject of a new booklet just pub- 
lished by Remington Rand Divi- 
siow of Sperry Rand Corporation. 
It is the first in a series designed 
CARBON Wasteful motions are eliminated. Each to show how any of 18 different 
PAPER SETS second sheet is lightly attached to its own fields can make use of inter- 
fresh carbon, giving you sharp, clean changeable typewriter type. In 
the case of electricity and elec- 
tronics, many complex symbols, 
equations, and formulae are need- 
HURON COPYSETTE — by name. Write ed, the characters for which do 
for free samples and complete not exist on presently available 
iheonation typewriters. They have to be 
handwritten, or special type bars 
"Licensed under Kerr Patent installed. In this new develop- 
{ Nes S887 875 ment, only the type face is 
changed. It snaps into place in 
PORT een SUL co. one operation and is locked—or 
removed — with special magne- 
tized tweezers. 
nformation . 226 P Write No. 29 on Inquiry Card—Page 32 
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You can reduce typing costs yet actually 
MANIFOLD step up production with HURON COPYSETTE 


typed copies. Consistent quality is guar 


anteed. Insist on the finest — ask for 


Avoilable in Conodea through APSCO PRODUCTS, LTD., Toronto, Canada 











/ 
| v WILL IT CREATE A FAVORABLE FIRST 
“- IMPRESSION WITH VISITORS? 


for good dé 


sign pleasing contrasts 
isin the Royal 815 group 
yf satin-finish square-tube 
! by solid natural-walnut 
h looking upholstery 


oY IS 1T ADAPTABLE TO YOUR 
ROOM SIZES, SHAPES? 


Your best bet for flexibility is to pick from a 
nplete ouping that includes matching 











ofas, arm chairs, tables. The com- 

ited Royal 815 group is avail- 
1 a diverse range of upholstery patterns, 
us and 


1S 1T BUILT FOR COMFORT, MINIMUM 
MAINTENANCE, LONGEST LIFE? 

You can’t beat « furniture for durability 
h for ease of mainte- 
n must withstand day- 
: s like Royal's all- 
tube frames pay off in longer 
of, alcohol-proof table 


YOU GET THEM ALL IN 
SECTIONAL SEATING SERIES 
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the newest idea in Office 
.-- since the Quill! 


7 
; 


a 
THE NEW 


' 
i 


S.P.0°; BALL PEN 


*SPECIALIZED PLANT AND OFFICE 


At last! refillable ball pen designed 


for business! Full size refills cost less than 10¢ 


each in dozen lots. Special non-roll taper 
top. Choice of points: general office, 
stenographic, accounting, etc. Completely 
leakproof. Rounded writing grip 
designed for writing comfort. Color 

of barrel identifies color of ink. 

Proved savings up to 66% of 

cost of old fashioned writing 


instruments! 


Pens 


A complete 
service for office 
and factory 
with all these 
accessories: 


t 


@ Economy priced 
desk base 
© Memo pad and 
pen holder 
Retractable model with 
clip for away-from-desk 
workers. 


SPECIALLY LOW-PRICED FOR OFFICE USE— 
ASK YOUR STATIONER FOR QUOTATIONS. 


Now serves industry with the best in writing... at any price! 


ss ee. Ske ee eee ee - . talons en 


Scripto, inc., Atlanta, Ga —Scripte of Canada, Lid., Toronto, Canada—Scripto Products available in Canada at slightly highe 


For More Information Write No. 228 on Inquiry Card—Page 32 


Marcu 2, 1959 





Association News 





Chester F. Ogden, vice president, 
Detroit Edison Company. 


Ogden Speaks to 


oe 

How to Use the Business Sur- 
vey in Your Daily Work” was the 
subject of an address given by 
Chester F. Ogden before the Pur- 
chasing Agents Association of 
New York. 

Chet Ogden is a vice president 
of the Detroit Edison Company 
and general chairman of the N.A. 
P.A. Business Survey Committee. 
The N.A.P.A. Business Survey is 


one of the most accurate and re- 


New York P.A.’s 


spected barometers of business 
conditions today. 

Mr. Ogden told 
members how they can most prof- 
itably use economic forecasting as 
a practical purchasing tool, and 
how they can effectively 
utilize the business survey in do- 
ing a better day-to-day purchas- 
ing job. He also gave some ex- 
pert opinions on the shape of 
things to come in ’59. 


association 


most 





Milwaukee Ass’n Hears Two Top Speakers 


mn 

| WO educational and news- 
worthy talks highlighted a recent 
of the Milwaukee Pur- 
chasing Agents Association. Walter 
B. Pipp, manager of the sales engi- 
neering department, Rapids-Stand- 
ard Co., Inc., Grand Rapids, Mich., 
discussed the subject “Technique: 
The Coordinated Use of Material 
Handling.” He stated that mate- 
rial handling techniques involve 


meeting 


more than just the use of equip- 
ment. They also involve business 
management, he said. 

Richard O. Mossey, MD, a prac- 
ticing surgeon in the Milwaukee 
covered “The Explosive 
Middle East.’ He stated that the 
US. 


area, 


international: problems are 
many and that the way they are 
being handled is questionable. He 
also stated that the news released 
to the U.S. public was not always 
complete and in many instances 
was delayed. 


110 


Weeesees 


Walter B. Pipp, Rapids-Standard Co. 


Richard O. Mossey, surgeon 
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Experience—the extra alloy in Allegheny Stainless 


el 
eo eoeoooooooNoOooOO om 


ANTI-ICING DUCTS, made from Allegheny Lud- 
lum AM350, are designed to withstand temperatures 
to 700F and pressures to 200 psi. Wall thicknesses 
.025 in. to .187 in.; outside diameters, 14% to 4% in. 


made from Allegheny Ludlum precipitation-hardening stainless: 
Prop-jet’s anti-icing ducts 
take high heat and pressure in stride 


The anti-icing system of a new prop-jet airliner was designed 
to operate under high heat and pressure, yet the ducting 
had to be as light as possible. AM350 was specified. Both 
AM350 and AM355, Allegheny Ludlum's precipitation- 
hardening stainless steels, have strength/ weight ratios at 
GOOF five times greater than the usual aluminum aircraft 
alloy. In fact, AM350 and AM355 maintain high strength 
from room temperature up to 1000F. 

These space age metals have other properties highly 
desirable: excellent corrosion resistance, ease of fabrication, 
low temperature heat treatment, good resistance to stress 
corrosion. 

These features have been used to advantage in airframe 
structural members, airframe skins, pressure tanks, power 
plant components, high pressure ducting, nacelles and 
other missile and supersonic aircraft applications. 
availability: AM350, introduced several years ago, is 
available commercially in sheet, strip, foil, small bars 
and wire. AM355, best suited for heavier sections, is avail- 
able commercially in forgings, forging billets, plates, bars 
and wire. 
corrosion resistance: Compared to the more familiar 


wew 7341 


stainless grades, AM350 and AM355 resist corrosion and 
oxidation better than the hardenable grades (chromium 
martensitic) and only slightly less than the 18 and 8's. 
They resist stress corrosion at much higher strength levels 
than do martensitic stainless grades 


simple heat treatment: High strength is developed 
by two methods. Both minimize oxidation and distortion 
problems. The usual is the Allegheny Ludlum-developed 
sub-zero cooling and tempering (SCT): minus 100F for 
3 hrs plus 3 hrs at 850F. Alternate method is Double Aged 
(DA): 2 hrs at 1375F plus 2 hrs at 850F. 


easy fabrication: AM350 and AM355 can be spun, 
drawn, formed, machined and welded using normal stain- 
less procedures. In the hardened conditions, some forming 
may be done . . . 180 degree bend over a 3T radius pin. 
Also AM350 can be dimpled in the SCT condition to 
insure accurate fit-up. 


For further information, see your A-L sales engineer or 
write for the booklet ‘Engineering Properties, AM350 and 
AM355."" Allegheny Ludlum Steel Corporation, Oliver 
Building, Pittsburgh 22, Pa. Address Dept. P-15 


iw 


ALLEGHENY 


EVERY FORM OF STAINLESS .. 


LUDLUM 


. EVERY HELP IN USING IT 
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Salad, sandwich and coffee 
-»--and water froma 


Yilesp Toler 


Every plant restaurant needs the right 
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Past-Presidents Honored 
at Tri-City 

A recent meeting of the Tri-City 

Association of Purchasing Agents 

was held at Marando’s, Milan, 

Illinois. Guests of honor at this 


cafeteria cooler to speed service and 
provide sanitary, health-safe drinking 


water. Such coolers are indispensable 
good-will builders, and 
Halsey Taylor is the favorite. 


Here is the most advanced design 
in a cafeteria cooler by Halsey 
Taylor. All stainless steel, from 
cabinet to trays. Push-back glass 
fillers. An example of the wide 
choice of models available in the 
most complete line for °59. 


Write for catalog or see Sweet’s 


The Halsey W. Taylor Co. com 


Warren, Ohio 
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SPECIAL RIVETS 


like some of the samples shown 
here .. . or the more commonly 
used tubular and split rivets... 
they're all alike to the American 
Rivet Co. And always—our own 
special brand of quality and 
service that gets you what you 
want when you want it. 


THE AMERICAN RIVET CO., Inc. 
849 N. Kedzie Ave., Chicago 51, Ill. 


Write for price list. For 
specials, send specifications 
for prices. 
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meeting were all of the past-presi- 
dents of the Association. The ad- 
dress was given by William Davis, 
national district president. His 
talk featured a review of the cur- 
rent conditions in the purchasing 
profession and the latest activity 
from the national organization. 


NAPA Materials 
Management Committee 
Appointments 

The following members have 
been appointed by General Chair- 
man Harold A. Berry to the Na- 
tional Committee on Education. 
They will serve under the direc- 
tion of Andrew M. Kennedy, Jr., 
Chairman of the educational proj- 
ect “Concept of Materials Manage- 
ment.” Frederick B. Drake, Air 
Products, Inc., Allentown, Pa.; 
George A. Fadler, Westinghouse 
Electric Corporation, Pittsburgh, 
Pa.; George J. Papas, Rheem Man- 
ufacturing Company, New York, 
N. Y.; William R. Patton, Syl- 
vania Electric Products Inc., New 
York, N. Y.; Robert C. Rex, The 
Martin Company, Baltimore, Md. 


British Columbia 
Hears Professor 

Professor Leslie Wong of the 
University of British Columbia, 
Faculty of Commerce and Busi- 
ness Administration, was guest 
speaker at a general meeting of 
the Purchasing Agents Associa- 
tion of British Columbia. The 
meeting was held at the Hotel 
Vancouver. Professor Wong was 
introduced by Al LeMarquand of 
the U.B.C. Title of the address was 
“The Outlook for 1959”. 

Professor Wong predicted that 
1959 would be a more prosperous 
year than 1958. He expected the 
1958 unemployment of 5% to re- 
main about the same this year. 
The increase in the cost of living 
in Canada has been more than off- 
set by the substantial adjustment 
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in wages. Canadian wages are ris- 
ing faster than those in the U.S.A. 
so that many Canadian industries 
have to compete informally with 
the U.S.A. and European coun- 
tries. Labors’ present demands for 
adjustment in the cost of living 
would be a major factor in deter- 
mining how prosperous 1959 would 
be. B.C. Lumber can be priced 
out of their market by labor de- 
mands and freight rates. 

“We tend to lose sight of the 
fact that Canada is still a very 
large, thinly populated and only 
partially developed country.” he 
said. 

“But if we are to move into a 
still higher standard of living we 
must provide the economical cli- 
mate for Canadians to assume cer- 
tain economic risks to develop 
much of our resources. We must 
be prepared to compensate these 
risk takers adequately” 

Bob Tullock, Monsanto Canada 
Ltd. thanked Professor Wong for 
his outstanding address. 


Sales Executive Speaks 
at Washington, D. C. 
Meeting 
The Purchasing Agents Asso- 
ciation of Washington, D. C., met 
at the Ambassador Hotel recently. 
Guest Speaker at this meeting 
was L. Arnold Engle from the 
Sales Executive Club of Wash- 
ington, D. C., who is also district 
manager of the Dictaphone Cor- 

poration. 


Chemical Buyers’ Group 
Holds Conference 

The Chemical Buyers’ Group 
of the National Association of Pur- 
chasing Agents held their 7th An- 
nual Mid-Winter Conferences at 
the Hotel Congress in Chicago and 
the Hotel Commodore in New 
York City. 

The program for both meetings 
was identical and was built around 
the theme “The Challenging Fu- 
ture.” 

The luncheon speaker at both 
meetings was Arthur F. Kroeger 
of the A. & H. Kroeger Organiza- 
tion—well known Industrial Con- 
sultants. Mr. Kroeger’s topic was 
an “Economical Market Forecast” 
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COPPER-GRAPHIT 


t 
- ‘ SILVER-MOLYBDENUM 


SILVER-NICKEL 


SILVER-GRAPHITE 
COPPER-TUNGSTEN 


SILVER-TUNGSTEN 


ELECTRICAL 
CONTACTS 


raphs show 
sections 


f from 100 
here’s helpful selection and use data on 


THE CREAM OF OVER 
1500 CONTACT GRADES 





Just off press, this 56-page Stackpole Booklet 12-A is a practical guide to 
composition contact grades, possibilities, properties, uses, shapes, sizes ... 
even contact attachment methods 

By molding contacts from two or more metal or carbon-graphite powders, 
Stackpole Custom Engineering obtains a maximum of the advantages of 
each material and minimizes its disadvantages. The result is a greater overall 
efficiency than is generally possible with a single solid metal or alloy. Many 
of the most desirable contact metals cannot, of course, be alloyed satisfac- 
torily but they can be made from powders in almost any desired proportion 

Composition contact engineering under exclusive Stackpole processes is 
characterized by its extreme flexibility in obtaining exact needed properties 
This is best evidenced by the fact that over 1500 different grades representing 
different metallurgical mixtures have been produced for specific applications. 

In various instances, their advantages permitted increased equipment rat- 
ings. In others, they paved the way to smaller, less costly equipment. Often, 
they simply combined long, trouble free operation with maximum economy. 

This Booklet by no means attempts to present composition contacts as a 
universal answer to all problems. However, for design and production 
engineers who appreciate the basic logic behind them and who recognize 
that conventional contact types often leave something to be desired, it will 
provide a wealth of helpful information and guidance 

A copy may be obtained on letterhead request (ask for Booklet 12-A) to: 
STACKPOLE CARBON COMPANY, St. Marys, Pennsylvania 


CUSTOM ENGINEERED CONTACTS 





Also: BRUSHES for all rotating electrical equipment: GRAPHITE CHEMICAL ANODES 
BEARINGS @ SEAL & CLUTCH RINGS @ VOLTAGE REGULATOR C S * FRICTION SEGMENTS 
CERAMIC MAGNETS . end many other carbo graphite and metal powder products. 
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For 

information 

on conditions, 
trends and markets 


in the 


chemical industry, 


see the 
men from 


OLIN 
MATHIESON 


6579 
OLIN MATHIESON CHEMICAL CORPORATION 
CMEMICALS DIVISION * BALTIMORE 3, MD 
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Chesney Visits 
North Jersey Ass’n 

J. Dukehart Chesney, vice- 
president of the 8th district of 
the National Association of Pur- 
chasing Agents, was guest of 
honor at the Purchasing Agents 
Association of North Jersey meet- 
ing held at the Essex House 
Newark, N. J. Mr Chesney is 
purchasing agent of Huyck Felt 
Company, Rensselaer, New York, 
and has been associated with that 
company since 1935. 

In addition to this, those in 
attendance listened to Judge 
Harold C. Kessinger, who was 
guest speaker, talk on “Living 
It Up.” The King Cole Room 
where the occasion was held was 
filled to capacity and all agreed 
that the meeting was one of the 
best meetings to date. 


Holloway Talks About 
Trip to Russia at Twin City 

Special guest speaker at a re- 
cent meeting of the Twin City 
Association of Purchasing Agents 
was Robert J. Holloway, School 
of Business Administration, Uni- 
versity of Minnesota. 

Mr. Holloway, who has worked 
so closely with the educational 
committee, gave a talk on his re- 
cent visit to Russia. His talk was 
especially timely in light of the 
current foreign situation and 
missile accomplishments of Russia. 


Purchasing and Science 

Covered at Connecticut 

“Relation of Purchasing to the 
Growth of Scientific Development 
in Industry” was the subject of 
Dr. James Scott Long’s address 
for the Purchasing Agents Asso- 
ciation of Connecticut and their 
guests at their monthly meeting 
at the Waverly Inn, Cheshire, 
Conn. 

Dr. Long is the Executive Di- 
rector of the Paint Research Insti- 
tute established by the Federation 
of Paint and Varnish Production 
Clubs. Previously, he was em- 
ployed by Devoe and Raynolds 
Company as Chemical Director 
and a member of the Board of 
Directors 





It’s Easier 
and 


Less Costly 


to BUY MELLOWES 
LOCK WASHERS 


because Mellowes simplifies 
your “paper work” 


Cutting corners in office routine is 
just as important in business today 
as cutting costs and saving time in 
other operations. That's why we, 
here at Mellowes, have adopted cer- 
tain policies to reduce the amount 
of “paper work” you have to do 
when you buy lock washers from us. 

The freight is prepaid on all ship- 

ments of Mellowes Lock Washers of 
200 Ibs. or more. This policy alone 
eliminates a lot of checking and re- 
checking, costly correspondence and 
accounting procedures. 
@ We accept your “collect” long dis- 
tance calls when you want to place 
an order in a hurry. Next time you 
need lock washers fast, phene 
Mellowes collect at Milwaukee. The 
number is COncord 4-5090. 

Your orders for Mellowes Lock 
Washers are shipped the same day 
received via a fast carrier, elimi- 
nating the need for follow-up corres- 
pondence. 

The packing slips which go with 
each order for Mellowes Lock 
Washers are fully descriptive. You 
know what is in each carton, in each 
shipment. 

Invoices from Mellowes are clear 
and accurate and mailed promptly 
to save time and work in your fol- 
low-up and accounting departments. 

Your correspondence with Mel- 
lowes is handled with speed; in- 
quiries regarding prices, delivery, 
special designs, get prompt attention. 

Price lists, catalog sheets, descrip- 
tive literature from Mellowes is 
mailed immediately at your request 
— at no cost to you. 

Mellowes sales representatives are 
qualified and eager to give you im- 
mediate service. If you don’t know 
the Mellowes man in your territory, 
write today for name and address. 


Mellowes policies are sure to save you 
time and money, not only in cutting down 
your “paper work", but in other ways, too. 
We invite you to put them to the test. 


The Mellowes Company 
141 E. Nesh Street + Milwaukee 12, Wis. 


A. W. Mellowes, 


Founder and Chairman 
of the Board 


Note: 

This is one of a series 
of advertisements pre- 
senting Mellowes cus 
tomer-service policies 
which benefit you, the 
distributor or user of 
Lock Washers 


For More Information Write No. 234 
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Alabama Ass’n Gets 

Commodity Panel Report 

The Alabama Association of 
Purchasing Agents held its regu- 
lar monthly dinner meeting at the 
Thomas Jefferson Hotel. The edu- 
cation committee, under the direc- 
tion of Guy Coefield, Alabama 
Power Company, presented the 
association’s commodity panel re- 
port. The panel consisted of Bar- 
ney Jones, Jones and Armstrong, 
reporting on steel products; iron 
and steel scrap and pig iron were 
discussed by Carl Dreihr, Ameri- 
can Cast Iron Pipe Company; and 
construction materials were dis- 
cussed by George Johnson, Rust 
Engineering Company. Gary 
Dobbs, Standard Oil Company, 
reported on petroleum products 

Principal speaker for the night 
was John L. Liles, Jr., vice-presi- 
dent and cashier of the Federal 
Reserve Bank of Atlanta, Georgia, 
and a former vice-president of 
the Birmingham Branch. Mr. 
Liles’ subject was Business Out- 
look for 1959. He pointed out that 
business inventory, a barometer 
of what the businessman can ex- 
pect in the future, should con- 
tinue to strengthen during the 
first half of the year, and manu- 
facturing inventories also should 
increase slightly. He pointed out 
that military spending will rise 
and that government spending as 
a whole will increase, and the 
demands by the public for more 
schools, fire and police protection 
roads, water mains, etc., 
increase. 


would 


*“*How’s Business” at 


Little Rock 

The Little Rock Association of 
Purchasing Agents met recently 
at the Marion Hotel, with an 
attendance of 37 members and 
guests. After an enjoyable thirty- 
minute cocktail hour, the pro- 
gram was turned over to L. E 
Tinnell, program chairman. He 
in turn introduced a panel of six 
of our purchasing agents group, 
who gave a talk on “How’s Busi- 

ness” in their own profession 
The first panel speaker was 
Lamar Miller with Olin-Mathieson 
Chemical Company, who dis- 
cussed the “Chemical Industry.” 
(Please turi 


page 116) 
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RAY RIVERS, 83 years 
of service, 


LENOX chief test man 


LENOX H/GH SPEED STEEL 


band saw blades 





Cut faster... take greater feeds... last longer than 
conventional sawing methods, the new LENOX Migh Speed Steel 
Band Saw Blades assure greater pr 
Recommended specifically for sp 
band saw machines, these new Le 
successfully on some r r 


Available in sta oth design. 


FREE! NEW HELPFUL H SPEED STEEL BAND CUTTING 


ive product data sheet offers 
High Speed Stee! Band Saw Blades 
gestions on cutting. Write today 
for Data Sheet No. 1202. 
with your specific cutting requirements, 
steel band saw specialist direct from factory 
is ready to serve you. Please write or call for immediate attention. 


AMERICAN SAW & MFG. COMPANY 


SPRINGFIELD, MASSACHUSETTS . 
For More Information Write No. 235 on Inquiry Card—Page 32 
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HOW 


to know you’re 
getting the quality 
you want 


for clean-well defined 
threads and uniform 
plating. Lack of either 
can cost you money 
that comes out of 
profit. 


ware vate taveteteteteieteteia!s 


When you look here 
for these marks of 
quality, check a full 
run for only the 
best equipment turns 
out quality as good on 
the last fastener as 
it was on the first 
American has both the 
equipment and the at- 
tention to detail that 
contributes to your 
profit by delivering 
consistent quality 
Write today for sam- 
ples of this American 
quality and a free 
stock list, 


merican Y 


SCREW COMPANY 


Willimantic, Conn. ¢ Detrot, Mich. © Chicago, til 
For More Information Write No. 236 
on Inquiry Card—Page 32 
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(Continued from page 115) 
Next was Hugh McMillan of the 
Arkansas Foundry Company. He 
gave a talk on the “Steel Indus- 
try.” Ken Crain with Reynolds 
Metals Company gave a report 
on the “Aluminum Industry.” 
Paul Payne of 555, Incorporated 
discussed “Automobile Parts.” 
Doyle Scott with International 
Paper Company gave a report on 
the “Paper Industry.” Ed Tinnell 
with Monsanto Chemical Com- 
pany discussed “Petroleum Sup- 
plies And Transportation.” 


Georgia P.A.’s Hear 
Economist 

For its first program of 1959 
Purchasing Agents Association of 
Georgia had an “Economic Fore- 
cast for 1959” presented by Dr. 
Philip M. Webster, Industrial 
Economist, Federal Reserve Bank 
of Atlanta. 

Dr. Webster supported his con- 
clusions with charts on industrial 
production, housing 
starts, government purchases, con- 
sumer spending, prices and other 
factors which make up the econo- 
mic picture. He predicted  in- 
creased industrial production for 
the coming year as manufacturers’ 
sales and orders are on the in- 
inventory 


inventories, 


crease and cuts have 


been slowed. 


Washington, D.C. Ass’n 
Co-Sponsors Purchasing 
Course 
The Purchasing Agents Asso- 
ciation of Washington, D. C. and 
the School of Business Adminis- 
tration of the American Univer- 
sity are four 
session course in purchasing to 
be conducted by Dr. Louis J. 
DeRose, president of the consult- 
ing firm of DeRose and 

ciates, 

The first took place 
February 24. The remaining three 
sessions will be given March 10th, 
March 24th, and March 31st. Each 
session begins at 4:00 P.M. with 
a dinner break from 6:30 P.M. to 
7:45 P.M. The session is over at 
10:15 P.M. Price of the course: 


S?8.00 


co-sponsoring a 


Asso- 


session 








save up to 


33%” 


with 
WAVERLY 
HI-DRI 


Actual tests prove that all- 
purpose Waverly Hi-Dri oil and 
grease absorbents will cover up 
to 33-1/3% more floor space 
than other similar materials. 


Compared to ordinary absorb- 
ents, Hi-Dri is lighter in weight 
and absorbs more. There are 
more than 37 million thirsty 


granules in every 50 Ib. bag. 


Translated in terms of money, 
this means you actually save up 
to one third of your costs by 
putting Hi-Dri’s volume/weight 
What 
better way to put new economy 


advantage to good use. 


to work on your maintenance, 
safety and sanitation program. 


Test Hi-Dri under actual work- 
ing conaitions in your own 
plant, and you'll see what we 
mean, 


Call or write today for a gen- 
erous free sample. 


WAVERLY 


PETROLEUM PRODUCTS CO. 
1724 Chestnut St., Dept. P 
Philadelphia 3, Pa. 
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Business Forecasting Talk 
in Kansas City 

Members of the Kansas City 
Association of Purchasing Agents 
got some pointers on business 
forecasting at a recent meeting 
in the Aztec Room of the Hotel 
President. Guest speaker was 
Dean Ammer, executive editor of 
Purchasing. According to Mr. 
Ammer, “no one in the typical 
company can be in closer touch 
with the pulse of business than 
the purchasing agent.” Business 
forecasting, he believes, is an 
area that many purchasing peo- 
ple have neglected far too long 
since management usually has no 
better source of information than 
its purchasing department for 
economic information. Specific 
business forecasting techniques 
were then described by the 
speaker in some detail. 


‘Lawyer Addresses 
Pittsburgh Ass’n 
Charles A. Woods, Jr., a mem- 
ber of the firm of Baker, Watts 
& Woods, one of Pittsburgh’s legal 
firms, spoke to the Purchasing 
Agents Association of Pittsburgh 
on the subject “Something the 
Purchasing Agent Should Buy— 

For Himself.” 

Mr. Wood gave competent legal 
advice for taking care of one’s 
personal estate, inheritance, and 
other legal affairs. By examples, 
he showed the pitfalls that can 
be encountered through one’s neg- 
ligence, and likewise how they 
may be avoided by timely con- 
sultation with an attorney. 


Purchasing Seminar, 
March 9-20 

The Purchasing Seminar, a na- 
tionally-recognized executive de- 
velopment program in purchasing, 
will again be held at Michigan 
State University, March 9-20. The 
Seminar will be coordinated by 
Dr. John H. Hoagland, and as- 
sisted by Harold E. Fearon, both 
of the Michigan State University 
staff. 

Those interested in obtaining 
further information on The Pur- 
chasing Seminar should contact 
Dr. John H. Hoagland, Room 113 
Business Administration Build- 
ing, Michigan State University, 
East Lansing, Michigan 


Marcu 2, 1959 





... Now they're | 


“Wyst my Y 


Of! Il \ ’ ~~ ~ 
Penis conscious Ma methods call for 
modern materials . . . even down to your nut-and-bolt 
assemblies. Now you can buy Milwaukee WASHED 
WASHERS to promote cleaner workmanship, 
cleaner product-assembly, and upgrade the morale 


of production workers through a thoughtful 
regard for personal cleanliness. 





Today, all popular sizes of Milwaukee U. S 
Standard and S.A.E. Washers, Rivet Burrs and 
Machinery Bushings are washed by a special 
process that removes all oil, graphite or other grime 
In addition, this Milwaukee Wrot Washer washing 
process includes rust resistant treatment. 


Since the introduction of this improved 
processing of Milwaukee Wrot Washers, 
Industry has responded with a most 
enthusiastic vote of approval. Many 
production orders specify ““WASHED 
WASHERS” .. . but whether you 
specify ‘““Washed” or not, that’s 

the way they are supplied .. . clean 
washers for clean workmanship 

and clean workers . . . to match 

your highest production standards. 


Specify “Milwaukee Wrot Washers” 
for better Quality Control. 


Modern Packaging for 
Easier Identification... 
In keeping with a policy of “dressing up” the wash 
ers themselves, by our special washing process, they 
cre now put up in convenient, attractive 1-lb. and 
5-lb. packages for easier identification and handling 


Your No. 1 Source for Quality Washers 


WROUGHT WASHER 


MANUFACTURING CO. 


The World lLorgest Producer of Washers 


2113 S. BAY ST., MILWAUKEE 7, WIS 
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FIR PLYWOOD 


PURCHASI 


insist on DFPA 
Grade-Trademarks 


DF PA grade-trademarks attest qual- 
ity, performance and value. They ap- 
pear only on plywood manufactured, 
inspected and laboratory-tested under 
the DF PA quality control program to 
assure conformance to U.S. Commer- 
cial Standard quality requirements. 


NG GUIDE 


Choose the right grade tor each job 


DFPA quality-tested fir plywood 
comes intwotypes: 1. Exterior 
(waterproof glue for permanent out- 
door exposure); 2. Interior (moisture 
resistant glue) for use indoors, tem 
porary outdoor uses and sheathing. 


TYPICAL USE 


EXTERIOR-TYPE 
(Waterproof glue) 


Within each type are appearance 
grades to meet the exact needs of any 
given job. Most popular grades are 
shown below: (other grades including 
panels made of other western soft- 
woods, also available) 


INTERIOR-TYPE 
(Moisture-resistant glue) 





Where appearance of both 
sides important. Cabinet 
doors, single thickness 
walls, etc 


.[EXT-DFPA:A-A | 


‘INTERIOR -A- A-DFPA) 





Where only one side will 
be seen. Siding, paneling, 
signs, fixtures & 


PlyShield' nyt 
(A-C) a 


PlyPanel* 
(A-D) 





Special concrete form 
grades. Both faces sound, 


mam 
| 
solid, smooth Ss 


Ext. PlyForm*® 


Maximum Re-use 


Int. PlyForm® 
(B-B) (B-B) 
Multiple Re-use 





Unsanded structural and = 
maintenance panel 

Sheathing, crating, temp- aie 
orary screening > 








- Exterior Glue 
PlyScord’ 


PlyScord * 


(C-D) =) as 











SIZES: Standard fir plywood thicknesses are from |,” 


through 3,”; standard size is 


1’ wide, 8 long. Other thicknesses and sizes are also available, including “king-size” 


searfed panels up to 30’ and 50’ long 


TEXTURED FIR PLYWOOD — Fir plywood 
comes in several smart textured panels 
for special decorative applications such 
is siding, paneling, displays and fixtures 
These include Texture One-Eleven Ex 
terior plywood (deep parallel grove 
pattern, shiplapped edges) and panels 
with attractive brushed, striated, or em 
bossed surfaces. 


OVERLAID FIR PLYWOOD is Exterior 
fir plywood with resin-fiber overlay per 
manently fused to one or both sides of 
panel. High density is hard, glossy, abra 
sion-resistant (use for long-lasting signs, 
shelving, concrete forms): Medium den 
sity overlaid plywood is smooth, with 
texture similar to drawing paper (ideal 
paint base for signs, fixtures, siding) 








FREE WALL HANGERS 
Handy fir plywood grade-use-specification guide. Order 
one for everyone in your firm who specifies fir plywood 
Also available, specification portfolio. Includes detailed 
description all grades, sizes, specialty panels. Commer 


= 
“ 
<< 


Handsome 18”x33”" wall hanger 


i ys cial Standards requirements. Offer good USA only 


c , Douglas Fir Plywood Assoc 
wa 


Tacoma 2, Wash., Dept. 192. 
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(Continued from page 56) 


Anthony J. Malisek, has been 
named director of purchases for 
the Bridgeport Brass Company, 
Bridgeport, Conn. Mr. Malisek 
came to the company in 1928 
working during his summer vaca- 
tions. He joined the company 
actively in 1938 and was first 


Anthony J. Malisek 


employed as an hourly worker in 
the finishing section of the tube 
mill. In 1944 he entered the sales 
department as an inside salesman 
for the tube division. Eventually, 
he became head of this division. 
In 1950 Mr. Malisek was trans- 
ferred to the Indianapolis plant 
as sales office manager and for a 
while, served as_ Indianapolis 
district manager. In ‘1954, he 
returned to Bridgeport and was 
named a purchasing agent. In the 
same year he was appointed 
assistant to the vice president in 
charge of procurement. Mr. Mali- 
sek is a member of the National 
Association of Purchasing Agents. 


Phillip Erhard has been named 
purchasing agent of the Crucible 
Steel Company’s Sanderson-Hal- 
comb Works in Syracuse, N. Y. 
He succeeds Frank G. Hefti who 
has retired. Mr. Erhard started 
with Crucible in 1925 as a mail 
boy at the former Sanderson 
Works. Through a series of pro- 
motions he became supervisor of 
receiving and 1931. 
When the plant was absorbed into 
the Sanderson-Halcomb Works in 
1943, he retained this position. 


stores in 
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. 


P. T. Glaser F. L. Cameron 


F. L. Cameron, formerly 
ant purchasing agent, has 
appointed purchasing agent of 
The Park Drop Forge Company, 
Cleveland, Ohio. He replaces J. 
W. Grinder who has retired. Mr 
Cameron has been in the pur 
chasing department at Park for 
seventeen years. P. T. Glaser has 
been named assistant purchasing 
agent. Mr. Glaser has been 
with the company for seven 
years 





You can keep 


saotener 
Leasing 

(Continued from page 83 
stance, the 7'4 cents figure is for 


a 1959 Rambler Super 6, 


door six cylinder, with heater and BEARINGS AND BARS 


directional signals. You can choose 
any automobile make and model, iN YouUR DESK DRAWER 
but more expensive cars and more 
accessories naturally increase the 


amount per mile that must be Let your local Bunting Distribu- 
paid. For a fully-equipped Buick, tor carry your bearings inven- 
Oldsmobile, or Pontiac, the price tory. Hundreds of Bunting 
might be 11 or 12 cents a mile Distributors and Eleven Bunt- Sunting jer Metall oa 
ae — G S5kAs . n Powde etal ; 1¢ 
os ing Branches supply from stock book on Powder Metallurgy” d 
P , tails manufacture and use of 
Wide Acceptance the most advanced, highest , sintered metal bearings and part: 
. ° ‘ > tai g t 
quality bearings, completely 
Leasing is gaining wider ac- : af" : 
machined and finished, at low CATAI oe 
. cost anywhere in America. cines of Quntinn Cant 
ery year. Last year, the value of Sentient Oe Beas 
- - Jia J ) 
passenger automobiles under lease - ++ where to get them 6e7 si alata 
Sige , : 2 aot : ; ) sizes of Bunting Sintered 
was around a half-billion dollars Your Bunting distributor is listed filled Bronze Sto k Plain neds 
in the classified section of your ad The + Mnkdinde Made t 
telephone directory usually under rt TM | “ge oa ' on 
association, the American Auto- Bars Bronze, and Bearings dimiaenee 
a é +. Bronze. Two Bunting factories and 67 si 
motive Leasing Association, 
; eleven Bunting Branch Ware 
around 400,000 cars are now out houses expedite distribution in all 94 
84 sizes 
on long-term lease areas. Ask your local Bunting dis- ' 


ceptance throughout industry ev- 
k Bearings 


According to the industry trade 


y zes of Bunting Cast Bronze 

Tubular and 113°’ Bars 

f Bunting Sintered « 
lle 2ronze Tut nd 

‘ributor or write for catalogs filled Bronze Tubular and 


One leasing company estimates 6%" Bar 


that out of 140,000 firms with - -» made to blueprint 

fleets of cars. approximately 1/3 Bunting offers unmatched engin- 
leased. And a rec ee eering and manufacturing facilities 

are leased. And a recent survey for special bearings and parts of 

Cast Bronze and Sintered Ojil-filled 

Purchasing Magazine, showed Metals 


CATALOG NO. 258. listing...34 
sizes of Electric Motor Bearings 
for all makes and sizes of electri 


by the Research department of motors from 1/50 to 100 HP 


that 30‘c of the respondents lease 


t i 


The Bunting Brass and Bronze Company 
cars and 15% lease trucks 


Toledo 1, Ohio EVergreen 2-345) 
Sale and Leaseback 
Companies that now own their * } 
fleets can sell their cars to leasing LF | ca dal 
companies and lease them back ° 
The leasing companies will then 


BEARINGS, BUSHINGS, BARS AND SPECIAL PARTS OF CAST BRONZE 
(Please turn to page 120 OR SINTERED METALS 
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e 


FLAT & SHAPED WIRE 


...cuts 


CONTINENTAL 


SAVES STEPS 


corners 


in production 


@ STANDARD AND 
SPECIAL SHAPES 
IN MANY SIZES 


@ IN A WIDE 
RANGE OF 
TEMPERS AND 
FINISHES 


@ PRECISE 
MANUFACTURING 
CONTROL 


Wire 
Specialists 
for over 
Half a Century 


For More 


Shaped wire often saves steps by eliminating forging, 
stamping, and rolling operations— giving you a ready- 
made molding, product trim, or component that 
requires a minimum of further fabrication. Saves 
metal, too. From Continental you can obtain many 
cost-cutting wire shapes—V-shaped, oval, square, 
rectangular, triangular, keystone-shaped, and others. 


Practically any temper, finish, or analysis in low 
carbon and medium low carbon steels can be speci- 
fied to give you the right wire for the job— including 
#3 finish wire for electroplating. 


Continental Special Shaped Wire is made under strict 
quality control to assure uniformity. You get a better 
product and fewer rejects— qualities that Continental 
wire customers especially appreciate. Let us help you 
save production steps, too. Write for the complete 
story of Continental wire today. 


CONTINENTAL 


STEEL CORPORATION - KOKOMO, INDIANA 


PRODUCERS OF Manufacturers’ Wire in many sizes, shapes, tempers, 
and finishes, including Galvanized, KOKOTE, Flame-Sealed, Coppered, 
Tinned, Annealed, Liquor Finished, Bright, and special wire. Also, 
Coated Steel Sheets, Nails, Continental Chain Link Fence, and other 
products. 
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Leasing 
(Continued from page 119) 


replace the fleets with new cars 
at periodic intervals according to 
a pre-planned agreement. Many of 
these plans are available and most 
can be tailored to meet your par- 
ticular demands. 

Here’s what the Research Insti- 
tute of America has to say about 
automobile leasing: “The expense 
of operating leased cars is gen- 
erally less than reimbursing high- 
mileage salesmen for the use of 
their own cars. Leasing, however, 
costs more in the case of low-mil- 
ers. The breakeven point will vary 
for individual companies, but gen- 
erally it’s between 20,000 and 30,- 
000 miles per year.” 

There are two types of com- 
panies involved in long-term leas- 
ing. One is the national and re- 
gional leasing companies, many of 
whom belong to the AALA. The 
other is franchised automobile 
dealers, who operate long-term 
leasing as a part of their dealer- 
ships or as subsidiary companies. 


Truck Leasing 

Truck leasing plans are similar 
to the automotive plans. But many 
of these also have an extra charge 
per mile if driven over a certain 
number of miles. 

The main reason is that trucks 
—which can cost eight times as 
much as passenger cars—have 
both heavy fixed expenses as well 
as travelling expenses. The mile- 
age charges, therefore, cover the 
travelling expenses, while the 
fixed charges account for the 
standby expenses when trucks are 
idle. 

Over 275,000 trucks are on lease 
under the full maintenance and 
finance leasing plans. More than 
2000 truck leasing companies pro- 
vide trucks and trailers to indus- 
try. 

P.A.’s should investigate the 
various automotive and_ truck 
leasing plans available. One of 
them might be the answer to a 
pressing transportation problem. 
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Standardization 


(Continued from page 72 


ponents of different models 
changeable. By 
standardize our specials 
same kind of thing the 
bile companies are doin 


doing thi 


they use the same car 
cars of different brands a: 
classes. 

If you can take three special or 
similar parts which perform the 
same function in different models 
of your product and change them 
into one particular part which will 
serve all three models, you will 
still have a special part, but it 
will be standard to your produc- 
tion. If one of the models is dis- 
continued you can still use the in 
ventory on the other two models 
having the same part. Heretofore 
you may have had to scrap the 
special components of one model 
only. 

The purchasing agent buying 
such specials has not lost his abil- 
ity to negotiate, but rather has in- 
creased his bargaining power be- 
cause he is now bargaining for a 
larger quantity of one special com- 
ponent. Before he was bargaining 
for smaller quantities of three spe- 
cial components 


Price Is Valid 

By standardizing specials, we 
retain all the advantages of stand- 
ardization and avoid most of 
disadvantages. Price is n 
ject to “administration” by an in- 
dustry as a whole. The value 
which is placed upon the “stand- 
ardized” special will undoubtedly 
bear a closer relationship to its 
actual cost of 


manufacture, It 
seems to me that a real service 
may be performed by purchasing 
agents in pointing out the poten- 
tial savings in this type of stand- 
ardization 

If we standardize our own 
product internally we 
serve for ourselves the 
and the right to 


a 


negotiate 
ferent. Thinking and ingenuity are 
the very cornerstone of the pur- 
chasing agent's ability. Let us not 
rush to put restrictions on these 
Let us save our company’s money 
but do it in such a fashion that 
our integrity and stature are pre- 
served, 
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IKKE beats all... meets all wiping 
needs with the right towel for every job! 


The report on “KEX” INDUSTRIAL TOWEL RENTAL SERVICE from Columbia Steel & 
Shafting Company of Carnegie, Pennsylvania, says: “We've had “KEX" since 1952 

it’s proven useful and beneficial! The uniformity of the towel, its superior wiping qual 
ities, plus the regulated pick up and delivery is advantageous to production and 
extremely satisfactory to us.” 


@ The “KEX” Service is engineered to suit your needs ~— pro 
vides the right size, right type towel for each individual job need. 


@ Saves countiess man-hours of labor 
lation and systematic servicing. 


through proper instal 


@ Regular pickup and delivery increases efficiency 
consuming disposal problems, reduced fire hazard for extra safety. 


no time 


@ “KEX” towels absorb up to 6 times their own weight ~— are 
uniformly bound with no loose ends to catch in machinery, are germ- 
free and strong enough to withstand hardest use. 


Investigate the benefits of “KEX". “KEX" is a national service avail 
able through locally owned independent franchised dealers like Penn 
Overall Supply Company which services Columbia Steel & Shafting. 


See ‘Wiping Cloths” or write to ‘‘KEX”’ National 
Service, 295 Fifth Avenue, New York 16, N. Y. 


tS aes RAE tae Aco 


seth: = ath 


“KEX™ ‘service 


REG. U.S. PAT. OFF. 


it isn’t ““KEX” uniess it's imprinted with the ““KEX’’ name 
For More Information Write No. 242 on Inquiry Card—Page 32 





Instrument designers use 
Multiple-Spline Set Screws 


Bristol Multiple-Spline 
Set Screws couple worms 
to control shaft in preci- 
sion adjusting mechanism 
of Hathaway Instrument 
Division’s S-25 Oscillo- 
graphs. 


Hathaway Instrument Division of Hamilton Watch Co. picks 
Bristol-designed socket screw for “can’t slip” applications 


Engineers in Hathaway Instrument Division's Research and De- 
velopment Laboratory have the job of designing multi-channel 
oscillographs and strain gage control units to exceptional stand- 
ards of accuracy and reliability. 

Gears, motor couplings and adjusting mechanisms of these 
precision instruments must not slip. Thanks to Bristol-originated 
Multiple-Spline Set Screws, they can’t slip. 

Because of their unique multiple-spline socket design, these 
Bristol screws can be wrenched up tighter. They withstand shock 
and vibration. They can be loosened and retightened thousands 
of times with no spreading of the socket. 

Next time you're faced with a “can’t slip” application consider 
Bristol Multiple-Spline Socket Set Screws. Or Multiple-Spline 
cap screws for extra holding power in fastening flanges and other 
parts together. 


Precision ‘socket screw , manufacturers nutacturer : since 1913 
Bristol’s Hex Socket Screws 


lHuive 


THE BRISTOL COMPANY wre cs So conn 


A typical experience 
in the work-a-day 
lives of thousands 
of industries. 


DOGGONE IT, PETE, 
THIS HAS GOT TO STOP! 


‘m I'm not surprised im 
The men would rather 
breathe dust than wear 








Here's what you want, men- 
I hnow it But I'm The Flex-A-Foam Dust Mask - 
supposed to enforce |) | !ieht as a feather! 

safety rules. Oh. for = 

alight, comtortable 
| dust mask! 





t Should it hiters 

non tone dust par 
At == ticles 100 times 

Seen Purchasing yet ? 

They're up on 

new developments 


P} Order a tal dozen, A They re glad to wear 
= *)| Bob. Maybe ey " * | Flex A-Foam Dust cas 
: = | Our troubles are a 





quantity prices as low as $1 10) 


Cond 


$4.45 


(industrial 
price only) 


FLEXO PRODUCTS, (NC. 
Westiake, Onic 
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Watch For... 


PURCHASING MAGAZINE'S 


APPLIED VALUE ANALYSIS EDITION! 





Coming June 8, 1959 
The latest information on: 
How Value Analysis Is Done 


How It Pays Off 





PuRCHASING 





Your Purchase Order 
In Court 
(Continued from page 75 


clear and explicit language of the 


i 
contract.” 
This principle is also well illus- 
trated by a case wherein the con- 


tract called for sl! ont of timber 
rs aaa iciated ole ae NYLO N . REI \ ae NeaD 
Arctic Circle. The order was on 

ee ae OW fsa 


viding that “In the event of un- 
dershipment, buyers are to accept 


the quantity shipped but have a 
right to claim compensation for 
short shipment.” At the seller's 


request, however, a notation was 
typed on the order reading “sold 


subject to shipment, any goods 
not shipped to be cancelled.” De- 
cision was for the seller, again on 
the basis that typewritten matter 


prevailed over printed terms 


Other decisions on this point 
have made it clear that words 
inserted in the printed form with ! 


ink, or even pencil, will prevail 


over inconsistent printed terms if 


it is shown that such insertions 
express the intention of the buyer 
and the seller 


Although these rules of contract 
interpretation may appear some- 


Now, for the first time, you can standardize @ Roll easier with alloy steel roller bearings, 
what academic to the practical 


on one wheel for all your materials handling hardened steel outer race and provision for 
purchasing agent, they can serve equipment in any section of your plant. Re- pressure lubrication. “LAMILON” Wheels roll 
as a desirable and useful part of gardless of the types of floors or floor condi- easier than semi-steel wheels in most instances. 
his professional knowledge. Ac- tions, Fairbanks new “LAMILON” Wheels will: © @ Last longer and give more dependable serv- 
quaintance with this phase of com- @ Protect your floors. “LAMILON” Wheels ice than — other pestis wheel. 
mercial law will help him to de- stay smooth and concentric, will not mar or = “LAMILON” Nylon -Reinforced All - Plastic 
cide the terms and conditions to mark, because of exceptionally high impact Wheels are available in sizes 3 through 12 


strength and abrasion resistance. inches and can be furnished with thread-tight 


be included in the order form and thread guards. 


the degree of legal protection he @ Show ” affect trom oli snd ren and Fairbanks complete line of industrial caster 
can expect to obtain through their a very high resistance to most chemicals. ang truck wheels includes the finest vulcan 
use. Equally important, it will “LAMILON” Wheels have a water absorption —ized rubber tired wheels (sizes 3”-18”) on the 


A AT Rg Re IE factor almost as low as high quality rubber market, solid rubber wheels (sizes 2”-6”) and 
ee tag onetime: gs: and will not deteriorate in wet floor conditions. — semi-stee! wheels (sizes 2”-16”). 
fine print is the best approach to 

the problem 


Easiest swiveling, longest 


lasting. Unique patented 
FAIRBANKS “LOCKWELD” construction 


mele 8 same e eliminates king-pin, chief 
source of caster failure. 

CASTERS IMustration: Series “23” dou- 

WITHOUT ble ball race swivel casters, 

sizes 3”-8”. Single ball race 


KING-PIN swivel casters, sizes 2”-6” and 
matching rigids available. 


“Fairbanks... 


Executive Office — 393 Lafayette Street, New York 3, New York 

“I can't stand a yes man, Olsen, I Valves e Dart Unions ¢ Casters © Trucks ¢ Wheels 

only want you to agree with me @520 Atlantic Ave.,Boston 10, Mass. @ 393 Lafayette Street, New York 3, New York @15 Stanwix St., 
when I'm right.” Pittsburgh 22, Pa. @ 202 Division St., Rome, Ga. @ Factories — Rome, Georgia and Binghamton, N. Y 
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*_.. get we have \MPROVED <2” 


The Marsh Stainless Steel Needle Valve could 
have gone right on being the finest in its 
field... yet we have improved it 


\ “TEFLON” 
, N 
\ es 
—T1, 
! Note the “close-up?” The 
Marsh Marpak packing 
system, originated in the 
Marsh Needle Valve, was 
~~.  — “one of the factors that has en- 
abled it to stand up and work right 
under pressures up to 10,000 psi. 
Now “Teflon” is used in this 
packing system—the miracle 
material of almost incredible tough- 
ness, resilience and non-adhesive 
Lift pas properties... properties that are 
eee not impaired by the most powerful 
of solvents, acids, or alkalies even 
at temperatures up to 500° F. 
- oO a U M BR | A N Net result: The guaranteed appli- 
MARSH cation-range (up to 10,000 psi) is 
now effective at any temperature 


up to 500° F. (In other makes, 
D U ao is @) Be N Y LO N Needle Valve permissible temperature decreases 
. as pressure increases.) 
in 416 


* . Marsh Marpak Teflon Packing 
or DACRON SLINGS stainless steel throughout System is standard in Marsh 416 


Now with “Teflon"’ Packing Stainless Steel Needle Throttling 
Valves. Ask for facts. 


Specially Woven for MARSH INSTRUMENT CO. Soles Affilicte of Jas. P. Marsh Corp., Dept. G, Skokie, Ill. 


Marsh Instrument and Valve Co. (Canada) Ltd., 8407 103rd St., Edmonton, Alberta 


Greater Strength and Flexibility Houston Branch Plant: 1121 Rothwell St., Sect. 15, Houston, Texas 
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If the stork’s traditional role in yy) 


parenthood were fact instead 


f fiction. he would doubtless h d ® 
‘ ! FLOOR MAINTENANCE 0 amp mopping 


deliver babies in Columbian 


Du-Mor Slings . . . they're that ois = tal — DSO No buffing . oa EVER 


safe and gentle with the product. atin Sane calc 
These slings are woven of hire a Poca RPAETHOD Apply dry sweep 

Nylon or Dacron®. Nylon is the { Plastic En ei 

strongest of synthetic fibres with daily as that’s all 

some degree of stretch, Dacron PLASTIC FINISH 

being almost as strong as Nylon, eel LAR GSE lage us! fomilior simple steps 


but without the elasticity. The Teli lia @n:16 Va 4 


exclusive “Durable-Weave” con- ger TRAFFIC MARKS 1. Strip with CINDET 
hot) rive ioher ’ Yay ype or t G ll wox of 
struction gives a higher degree Webbing Sling ahs a 





n Dry Sweep Only 


of strength and provides a greater endless type , 
degree of flexibility for ease of I } f 
” 


f 
-. Mop application— / 


2 thin coats of NOFALS 
Hard gleaming plastic finish 
This same woven construction f No buffing at all! 


means that Du-Mor Slings actu- : e 
; , Dry $ ith 
ally conform to the product or oe ap we 


use and gentleness on fine fin- } 
ishes, painted surfaces, etc. 2: 


Type NE or DEt 
material being lifted and provide Webbing Sling with MOPWHYTE treated cloth or mop 
; = : eye in each end It's magic the way dirt adheres 4. 

a fir m, non-slip crip. . A cinch to wash clean < \s y 


Send Today for Free Illustrated Folder QS 
and Current Price List on Columbian tAvailable in both want's Gm UR 6-6-0 ClES 
Du-Mor Slings Nylon and Dacron DON'T WORRY ABOUT BUILD-UP AT BASEBOARDS 


E. |. DuPont Trademark IT'S A BREEZE TO STRIP WITH CINDET 


COLUMBIAN For full information write to: 
ROPE COMPANY 
Auburn, “The Cordage City,” New York 
For More Information Write No. 247 on Inquiry Card-—Page 32 For More Information Write No. 245 on Inquiry Card—Page 32 
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Drill or Bore ‘TOUGH ALLOYS" Easily 


YOU CAN SAVE 


upto 7QO%G 


DRILLING TIME WITH... 


BEDFORD’S 


“Rotorized 
Spindle’ 


DRILLING UNIT 


e MOST RIGID SPINDLE BUILT. 
¢ CONSTANT SPEED and TORQUE. 
e POSITIVE EVEN FEED. 
e COMPACT! POWERFUL! 
Complete Unit 


- up to 3 HP in a 6” Frame.. Hook up Air, 


. - up to 10 HP in an 8” Frame Electricity 
and You're 
. Ready to Go! 


Write for 
FREE 
Catalog 80 
* 








For More Information Write No. 249 on Inquiry Card—Page 32 


THIS is No Ordinary 
Power Hack Saw Bliade 





This is the unbreakable MARVEL High-Speed-Edge 
Hack Saw Blade—the first bi-metal blade— invented, 
developed and introduced by MARVEL. This blade 
was developed to cut any material from the free ma- 
chining steels to the toughest alloys, fast, accurately 
and economically. Just one type blade to handle any 
job—no switching blades to cut different materials. 

MARVEL blades can be tensioned from 200% to 
300“; more taut than ordinary blades. This advantage 
permits heavier feed pressures to be used without 
deflection or fear of breakage 

This rugged cutting tool assures outstanding econ- 
omy, accuracy, long life and complete safety—it is 
unbreakable. 

Ask for MARVEL Blades by name and you can 
be sure you're getting the best. Leading Industrial 
Distributors have them in stock. Write for latest 
Cutting Tool Bulletin. FB-1021 


ARMSTRONG-BLUM MFG. CO. 
5700 W. Bloomingdale Ave., Chicago 39, U.S.A. 
Manufacturers of the Outstanding MARVEL Metal Saws 
For More Information Write No. 250 on Inquiry Card—Page 32 
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CHICAGO LOCKS 


Rugged and Reasonable for any Application 


Here are a few of the many precision-made 
Chicago Locks available. They're engineered 
for maximum security — made of carefully 
selected and tested metals. And they empha- 
size attractive design and compactness 

Whatever your needs, you're sure to find 
a Chicago Lock that’s perfect for your pur- 
pose ... and priced right, too. 


*One of the ACE Lock line—Maximum s« 
the exclusive round keyway 


Write today for your FREE catalog showing, in detail, 
the entire Chicago Lock line. 





CHICAGO LOCK CO. 


2052 N. Racine Avenue @ Chicago 14, Illinois 


For More Information Write No. 25] on Inquiry Card—Page 32 
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Employment Service 





Experience. Seven years as buyer in 
teel and wire industry. Heavy ex- 
perience in electrical packaging and 
handling equipment. Also, 
vell versed in most modern electro- 
salvanizing and nail manufacturing 
processes and purchase of same. Ex- 
tremely familiar with cost reduction 
yrograms, value analysis, price policies, 


t¢ 


materials 


Education: B.S. Degree Major-indus- 
trial management. 

Will relocate 

Write: Box 310. 


Fully experienced all 
industrial purchasing for a 
metal-working and assembly plant. 
Purchased aluminum, steel, porcelain 
parts and supplies. Supervise and ad- 

nister department. Represent man- 
igement both within and without com- 
iny. Assistant P.A. reporting to direc- 
tor of purchasing. Buy or supervise 
yurchases of $5 million plus 
Education: A.B. Business Administra- 
tion, M.A. Industrial Management. 
Will relocate. Prefer Detroit area. 
Write: Box 301 


Experience: 


} 
phases 


Experience: Twelve years engineering 

& purchasing background. Presently 

issistant to purchasing agent with firm 

pecializing in industrial furnaces, gas 
nt equipment, conversions & pipe 

Previously employed in engi- 

ring department of an_ integrated 

teel plant and worked on all phases 

of plant engineering including main- 

tenance expansion & construction both 
the office & in the field 

Education: ; mechanical 

lrafting—strength of materials 

Will relocate. 

Write Box 300 


Courses in 


Experience: Purchasing has been in the 
$10 to $12 million dollar a year range 
which included buying 12,000 tons of 
teel yearly from various mills. I am 
ompletely capable of directing a pur- 
chasing department, buying for a mul- 
‘le plant operation or purchasing for 
n entire project. I am accustomed to 
vorking at or with top management 
leve l 
Education: One year of college in Man- 
igement and Business Administration, 
Purchasing-Methods and Sources. On« 
of college studying Mechanica! 
“ngineering, various military schools 
Officers 
Will relocate. 
Write Box 341. 
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Experience: Eight years buying in au- 
tomobile field. Senior buyer electronics, 
electrical items—missile field. Assistant 
P.A.—raw material—all types rubber 
and hose assembly — plastic — screw 
machine—general machinery—stamp- 
ings, standard parts. Also production 
and material control—follow-up—traf- 
fic—non prod. items 

Education: Two years—Night School 
Course—business administration. 

Will relocate. 

Write: Box 342 


Experience: Six vears as buyer of elec- 
tronic components, raw material, and 
packaging with a leading concern; one 
year as P.A. small electronic company; 
one year buyer for signal corps; three 
years as an accountant 

Education: BS. Degree Accounting 
Three courses in Purchasing. 

Will relocate. 

Write: Box 338 


Experience: Two years as purchasing 
agent in industrial and wholesale auto- 
motive field. Also developing and su- 
pervising inventory and _ production 
control methods and procedures. Would 
like something which might lead to 
travel to Europe, but this is not of 
primary importance 

Education: B.A. in economics and busi- 
ness administration. Minor in German 
and Russian. 

Will relocate. 

Write: Box 339 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether vou want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence to Employ- 
ment Service Department, 
PURCHASING Magazine, 205 
East 42nd Street, New York 
17, New York. 











Experience: Buyer—automotive, mate- 
rial handling, fire protection equipment, 
maintenance material. Familiar with 
pricing methods, price inquiry prepa- 
ration, accounts payable procedures, 
inventory control and mechanized pro- 
curement of materials and supplies 
Good knowledge of freight traffic and 
LC.C. Regulations. Fifteen years with 
purchasing department of a major rail- 
road 

Education: Graduated Traffic School, 
additional freight rate courses. 

Will relocate. 

Write: Box 343. 


Experience: Four years assistant P.A. 
for wholesale dealer. Participated in 
large volume contract purchase nego- 
tiations for major supply items. Re- 
sponsible for purchasing office furni- 
ture and equipment; office and main- 
tenance supplies. Extensive administra- 
tive duties. Cost analysis of material 
and supplies in cost reduction program 
Education: Candidate: M.B.A.-Manage- 
ment, B.S. degree—major—Industrial 
Management 

Write: Box 340. 


Experience: Over seven years in pur- 
chasing and production control; ex- 
pediting of purchased material, pric- 
ing, securing quotations, limited buying 
Five years of teaching accounting and 
business management in private busi- 
Three years personnel 
clerk in U.S. Army. Two years general 
office experience. 

Education: B.S., Commercial Education, 
M.S., Commercial Education. 

Will relocate. 

Write: Box 296. 


ness school. 


Experience: Six and a half years pur- 
chasing & marketing (service engineer- 
ing) experience in steam turbine in- 
dustry. One year as assistant to P.A. with 
firm manufacturing electrical switches 
and components. Experienced in all 
phases of procurement, value analysis 
and cost reduction. Desire position with 
progressive minded company that can 
offer the opportunity of a worthwhile 
career 
Education: Accounting School. Special 
courses in Industrial Purchasing, Sales 
Analysis, Marketing and Business Man- 
agement. U.S.M.C. course in commu- 
nications. 
Will relocate. 
Write: Box 337. 
For More Information Write No. 252 
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Cut bearing bronze costs as easily as exact lengths slice off Asarcon® Con- 
tinuous-Cast Bronze. You can pay less for bearing bronze initially and later. For 4 reasons: 
1) Asarcon 772 (SAE 660) is stocked in the exact lengths your shop needs. No short-end scrap to up 
costs. 2) Less diameter loss to pay for. Only 1/32” to 3/32” to clean up, not usual 1/4". 3) Less clean- 
up means less machining, time and expense. 4) Superior performance. Far more strength and hard- 
ness than other cast bars conforming to same alloy specifications: or you can replace more expensive 
alloys with Asareon 773! Asarcon 773 is immediately available from stock in 260 sizes of rods and 
tubes. diameters from 1/2° to 9, any length up to 105. from a nation-wide network of distribu- 
tors. Special shapes can be made to order. Write: Continuous-Cast Products Department, American 


Smelting and Refining Company, Barber, New Jersey, Whiting, Indiana. Kingwell Bros., Ltd., 


157 Minna St.. San Francisco. In Canada: Federated Metals Canada, Ltd., Toronto and Montreal. 


CONTINUOUS-CAST DEPARTMENT OF 





ANYWdGWO?D ONINIASY ONV ONILISWS NVYVDIYAWNY 
Ph se Ft 





Advertisers In This 





A U 


; : . United States Rubber Company 
nd Steel ¢ mipans nlane st ] ’ United States Steel Export Co 
od Steel Company, Penco 

33, 34, 35 
Ludlum Steel Corp w 
Rivet Co 
Saw & Mfg. © , ) Jenkins Bros Sexerms Wagner Electric Corp , 
"Enea ana Seelnnn Joane-Manville, Dutch Srand wesue F ee Prete Inc... 
’ ] K cane t 1 £ aver etroieum oducts, IC, -oceee 
‘ West Chemical Products, Inc. .... 
Wire © 20, 21 Wrought Washer Mfg. Co. 
. K 


i2-Blum Manufacturing v 
. Rex National Service 


Division 


Yale & Towne Mfg. Co 
Youngstown Sheet & Tube © 





Co., The 3 Lamson & Sessions 
Gear & Machine ’rodue LaSalle Steel Co, 
y Lincoln Electric Co 


h ; hem Steel ve 2 Link-Belt Company 50, 31 Purchasing 


ell Pencil 


to —. oo : 22 » 205 East 42nd Street, New York 17, N.Y 
4 ectric ron ots “ > 7 


Brass tron ‘ompany, , MUrray Hill 9-3250 
Marsh Corp., Jas. P. . 
ae Edison Co., Voicewriter 
rivisior ° 1 . . 
Me Louth Steel Goon -- Ray Richards _ Publisher 
1 
Mead Corporation, The 98, | Alex G. Graam Assistant Publisher 
s lowes Co., The ; 4 Joseph T. McCourt Sales Manager 
Mills, Inc 9 lilford R ivet & Mac hine o veoantl § Hugh Robi Fast Regi IM 
Wire Cloth Cor ny Minnesota Mining & Mfg. Co . ‘ ug ot inson astern Regiona gr. 
. ‘ Mt. Vernon Die Casting Corp. . 3g Tom Navin New York 
Manufacturing Co, T ; Jack Morris New York 
lee “aco _ N Thomas F. Hannon District Mgr., Chicago 
Lock Company 25 Ed Crilly _. Chicago 
} Rawhide ‘ 3 a ee in ea C. R. Kingsley Western Regional Megr., 
land Twist Be 26 peace a = ae 
: see ots Newark Wire Cloth Los Angeles 
imbi (;enevi : ‘ n 4 . 
rab A matty —yanbleed shaneeeeed ave Nosco Plastics, Inc 3 Ellsworth Brown 
sO} npa 
ver Mast Purchasit Directo Central Regional Mgr., Cleveland 
tinental Can Company i Robert Hawley District Mgr., Cleveland 
tinental Steel Cr ’ 7 ° . a, 
ull ik feniee ee Jack T. Steelman District Mgr., Detroit 
mless Tube Divisior 53 Ohio Seamilesa Tube Di “er Wayne Slockbower Promotion Manager 
e Comp any ewe Copperweld Steel Co ¥ Walter H. Kirchner Mgr. Circulation Service 
Sees UO. © erk Olin Mathieson Chemical Corp., Irene Kreidler Mgr. Advertising Service 
Chemical Division ! ; BRANCH OFFICES 
D 737 North Michigan Avenue Chicago 11, Ill. 
P 1900 Euclid Avenue Cleveland 15, Ohio 
‘o., C. B i 864 So. Robertson Blvd. Los Angeles 35, Calif. 
eee a ek Pacific Intermountain Express C 868 National Press Building Washington 4, D.C. 
A sn mg Ae he a "ae Alan Wood Steel ea 35 15817 James Couzens Highway _ Detroit, Mich 
Port Huron Sulphite & Paper Co 10 Published by 
CONOVER-MAST PUBLICATIONS, INC. 
t Q B. P. Mast, Sr. Chairman of the Board 
B. P. Mast, Jr. President 
igle Pencil Company 7 Ray Richards Vice President 
Elwell-Parker Electric Compar The Quaker State Metal Co ‘ of . 
‘ — sal ‘ A. M. Morse, Jr. Vice President 
A. H. Dix Vice President, Research 
F R Harvey Conover, Jr. .. Secretary 
. Leo Haggerty .. . Treasurer 
ber Pe neil Co., Eberhard 1 ~ vi abi Cont Ameney. Inc 4 John T. Dix _ Director of Mid-West Operations 
a nk Co > 192 e able orpe i o ese if 
ait field Mfe me ig OG Royal Metal Manufacturing Company 10% L. E. McMahon Production Manager 
; Rust -Oleum Corporation see Oe Daniel G. Smith . Circulation Manager 
Ryerson & Son, In Joseph T 68 


_ Products, Inc 
Co., I. B 


] 

K 

KF 

F tone Steel Produ 
F 

FE 

I & Co., Inc., Peter 


Scripto, Inc 109 


G Shell Oil Company ETE 2nd Cover IN| P| 
Signode Steel Strapping C ; - 12 Aine 5 PA 
Pit ' WBlectric . : Sorensen & Company, Inc. . 94 
.— i m zlectric Company, ‘ I Square D Company Srd Cover 
Pn dal eye hang . Standard, Pressed Steel Company 
Granite City Steel Company Steiner Con pany +4 
oe ii Stackpole Carbon Co., Carbon Div. 113 Conover-Mast Publications 
Purchasing 
H Mill & Factory « Space/Aeronautics 
Construction Equipment 
rengy instru og * a ad el nant ogg 90 Volume Feeding Management 
irper Company, 1 : y 4 -orge an *ipe orks é : H H 
Hinde & Dauch a a Taylor Co.. The Halsey W. 149 Business/Commercial Aviation 
Houghton & Co., E. F Tennessee Coal & Iron Div. .. 20, 2 Conover-Mast Purchasing Directory 
bell, Inc., Harvey, Machine Sere ‘innerman Products, Inc 
a ae Torrington Company, The , For More Information Write No. 253 
; oward ren u Company . _ « ° 
on Inquiry Card—Page 32> 


PURCHASING 




















IT’S EASY TO MAKE A CONNECTION 


WITH UNIVERSAL LIGHTING DUCT! 


BullDog Universal Lighting Duct is 
extremely easy to assemble and in- 
tall. This versatile system offers you 


+) 

5 methods of suspension to meet 
installation requirements. The duct 
is standardized and prefabricated 
What's more the entire lighting sys 
tem can be relocated on the “ULD” 
without costly rewiring when light 
ing needs change 


“ULD” is a continuous electrical 
outlet system, available in 20-amp 
and 50-amp ratings. Conductors run 
the entire length of the duct. Two 
types of twist-out plugs are available 
to tap power: the terminal twist-out 


plug for direct wiring to lighting fix- wire. The duct both feeds and sup 
tures, and the receptacle twist-out — ports lighting fixtures is com 
plugs, which will accept a standard pletely reusable when lighting 
attachment cap. Wherever plant requirements change. And it’s U/I 
equipment is located, “ULD” plugs listed. 

twist in to provide power for maxi- 
mum illumination without causing 
costly production shutdowns. 


Whether you'r odernizing or 
planning new construction, youll 
find BullDog Universal Lighting Duct 
You'll find Universal Lighting Duct _ is the most efficient, economical and 
is less costly than installed pipe and flexible lighting duct system available 


BULLDOG ELECTRIC PRODUCTS DIVISION 
I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 £ ‘Oth St., New York 16, N.Y, 








MATERIALS-HANDLING NEWS 





NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


Convenient caster refinements open up new 
ways to efficient, low-cost materials-handling 


Modern Bassick casters have brakes, grooved wheels, shock 
absorption, sealed bearings, varied attachments, accessories 














WHEELS FOR EVERY JOB, 
EVERY LOAD, EVERY FLOOR 


Industrial caster wheels have come a long 
way from the original cast iron design. To- 
day, you may choose (by the numbers at 
left): 

1.Semi-steel wheels for heavy duty over 
rough floors. 2.“Atlasite” hard composition 
wheels for increased floor protection. 3. 
Demountable rubber tired wheels with bolt- 
ed steel discs. 4 Acid- and heat-resistant 
phenolic-mascerated canvas composition 
wheels. §. “Biron” powdered metal wheels 
with self-lubricating bearings. 6. V-grooved 
wheels which operate both on inverted 
angle iron tracks and floors. And several 
others not shown. 

Four types of wheel bearings are also 
available depending on the application: ball 
bearings, standard roller bearings, self lubri- 
cating bearings and tapered roller bearings. 


Many Stem Attachments 


Tete 


Stem casters are more suitable than plate 
casters for certain types of equipment. 
Bassick offers threaded pipe socket, iron an- 


le plate, r'vetless angle iron sockets, octa- 


gon and plain round stems (left to right, 
respectively) and others for all manner of 
equipment. Also available is a wide variety 
of plate casters 


Shock 
absorbing 
feature 

saves floors, 
loads, casters 


Bassick’s “Floating Hub” design, now avail- 
able in light duty up to heaviest duty cast- 
ers, absorbs shocks, snubs out vibration. 

These unique casters are ideal for han- 
dling of liquids, breakable or delicate loads. 
But they are now finding use, too, in han- 
dling heavy loads in power pulled applica- 
tions over extremely rough floors. Under 
conditions that kill ordinary casters, Bassick 
Floating Hub casters keep rolling. And they 
protect floors, too. 





Wheel brakes, swivel locks 
extend range of equipment 
you can mobilize on casters 


Scaffolds, machine tools, many types of 
equipment once considered stationary, now 
roll into position on casters, then stand 
steady when wheel brakes (left) are applied. 
Swivel locks (right) let you use equipment 
either on a straight-line movement job or 
for general mobility... or both. 





Sealed bearings minimize maintenance 
end hazards of dripping grease 


Medium heavy duty (Series “S99") and 
medium duty (Series “H99”") Bassick casters 


: : 
with sealed swivel and wheel bearings re- } 


duce caster maintenance to a once-a-year 
lubrication. They are particularly useful in 
applications exposed to water or steam that 
might penetrate unsealed bearings. And 
being sealed, of course, they do not drip 
lubrication grease on the floor, an unsight- 
ly and hazardous condition. 


THE BASSICK COMPANY, Bridgeport 5, Conn. In Canada: Belleville, Ont. 


For More 


130 


Information Write No. 254 on Inquiry Card 





Distributor can advise 


Local industrial distributors who carry 
Bassick casters can show you the convenient 
caster refinements described here and often 
suggest ways you can use them in your han- 
dling operation. These men see a lot of 
plants, a lot of different handling opera- 
tions. Their know-how, and that of Bassick 
engineers, is yours for the asking. 
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SQUARE D's NEV’ : 
~ TERMINAL BLOCKS 3 


2. © © © © © © Ff FF Ff F F 


MORE FLEXIBILITY, TOO! 


at A 
aint 


NO TICE (above) how little space is 


required to remove or add a Square D 
channel-mounted terminal block to 
the completely assembled unit. Espe- 
cially important for a quick change 
when an additional terminal must be 
inserted into grouping. 


LOOK (<1 right)... 

12% TERMINALS oft ctuss eam te 

NTED mounted on same 

channel...25 am- 

pere pressure wire 

connectors, 25 to 

) 8 TERMINALS ; SOampere box lugs 
NITED ..-all can be inter- 
locked together. 

Terminals in kit 

form to “do-it-your- 

self” or factory- 

assembled to stand- 

ard specifications. 


NEW. fusible terminal block (below) 
for protection of solenoids and other 
single or three-phase loads. Mounts 
on same channel as regular terminal 
blocks. Available factory-assembled 
or in kit form for customer assembly. 


ASK YOUR SQUARE D FIELD ENGINEER 
or write for Bulletin which covers details on Channel- 
Mounted Terminal Blocks. Address Square D Company, 
4041 North Richards Street, Milwaukee 12, Wisconsin. 


SQUARE J) COMPANY 


For More Information Write No. 152 on Inquiry Card—Page 32 





This dollar-saving Solid Wedge Gate 


shows it pays to 


Specify JENKINS for 
STAINLESS STEEL Valves, too 


Because Jenkins puts an extra-measure 
of quality in this Fig. 1300 Solid 
Wedge, Inside Screw Gate Valve you 
will find it satisfies the needs of many 
services for which a more costly type 
often would be used. Look at the many 
superiorities in design and construction 
shown here. You'll conclude that it’s 
hard to beat Jenkins at making valves, 
no matter what the material. 


But no picture can show the quality 
of the castings the precision 
machining... the rigid inspection and 
testing that have gone into this valve. 
All of these are as important as design 
and metal alloys in assuring long, de- 
service. 
And, all of them are up to the peak 
standards for which Jenkins has been 
known for almost a century. 

SEND FOR NEW CATALOG of 
Jenkins Stainless Steel Valves, in pat- 


pendable, economical valve 


terns and alloys that satisfy the re- 
quirements of practically all corrosive 
These Jenkins Valves meet 
valve industry specifications and the 
high standards established by leading 


services. 


users of stainless steel valves. 


JENKINS 
VALVES > 


Doreen ¢Pmvry 


Sold Through Leading Distributors Everywhere 
For More 


WHEEL of high strength malleable 
iron, designed for firm, cool grip 
and easy operation. 


SPINDLE of large diameter and 
dense structure has high resistance 
to wear and torsion strains. The 
threads precisely machined to cor- 
rect pitch and lead assure tight- 
ness, ease of operation and resist- 
ance to shearing stresses. 


~—~PACKING NUT is strong and deep 
for full thread engagement. 


~~ PACKING GLAND is a self-centering 
design to afford tightness without 
aa friction on spindle. 
PACKING — A Teflon ring in a 
large capacity box requires less 
frequent replacement. 


PACKING BOX NIPPLE assumes 
thrust when closing valve. It is 
extra heavy, with hex flats larger 
than diameter of bonnet face to 
prevent leakage. 


SPINDLE COLLAR, integral with 
spindle, is large and wide to resist 
thrust and shearing strains. 


“BONNET is a rugged unit, with 
accurately machined threads to 
assure tight joints with the body 
and packing box nipple. Top of 
wedge and corresponding face in- 
side of bonnet are machined to 
insure perfect spindle alignment 
and backseating for repacking 
valve under pressure 


SOLID WEDGE is tapered equally 
on both faces. Lugs on sides of 
wedge engage guide ribs in body to 
reduce drag and minimize chatter. 
BODY has best combination of wall 
thickness and shell design to with- 
stand pipeline stresses. An inte- 
gral seat minimizes corrosive 
attacks. 





JENKINS BROS., 100 Park Avenue, 


Send the new 
stainless steel 
valve catalog 


New York 17, N. Y. 


NAME & TITLE 


Have a represent 


ative call on me COMPANY 


ADDRESS 


> 
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